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What-D’ye-Mean “Not Up to Sample” 


OUR Shoes Are Not Up To Sample, therefore, 

when your shipment reaches us, we will return 

it and expect you to cancel the charges.” This 

is the letter that actually came to a manufacturer in 

the late lamented (and we hope never to return) 
cancellitis period. 

By that strange token of the fact that the “Re- 
corder” stands as the intermediary between merchant 
and manufacturer, several shipments of samples 
have come to us with the request that we bring about 
arbitration under the new joint association plan 
adopted by manufacturers and merchants. These 
retail shoe merchants sending us samples as evidence 
invariably put in as their first claim, ““These shoes 
are not up to sample.” 

Under the arbitration plan, it is the wrong 
thing to do to send sample shoes to either 
the “Recorder” or the N. S. R. A. head- 
quarters, or to the Secretary of the National 
Boot and Shoe Manufacturers’ Association. 
Exhibits should only be forwarded after 
you have been advised as to whom the arbi- 
trators are. 

So much for that information, but Lack to the 
subject, ““What is a sample?’ President J. P. Orr 
in his letter to J. Franklin McElwain says, ‘““We don’t 
want them (meaning the manufacturers) to make up 
samples which are worth $1.00 per pair more than the 
shoes which they expect to deliver.”” Evidently Mr. 
Orr has in mind the fact that a pretty looking sample 
is a standard in excess of what comes through in the 
form of shoes in case lots. In nearly every instance 
he is right. And maybe there is a reason for it— 
which we will give later. 

The buyer of shoes who has examined the bottom 


of the newly accepted National order blank having 
that customary dotted line for his signature sees: 
paragraph C, and reads, “the basis of workmanship 
and quality of this order shall be considered as of the 
manufacturer’s average standard.”’ We have an idea 
that a lawyer drafted that paragraph and that he 
packed into a few words this truth: “the sample in- 
dicates the type. leather, materials and characteristics 
of the shoe which you will get in volume, only dis- 
count by a few per cent the lustre and finish neces- 
sary for the sample’s strenuous life in its months of 
handling by a salesman and his customers.” 

The word “sample” comes from the Latin “exam- 
plum,” “from a quantity,” that is, one selected from a 
quantity to show the character of the entire lot. 
This is its trade significance. 

It is a well-known fact that the producer of the 
commercial sample usually makes it a little better 
than 100 per cent perfect, so to speak; that is, the 
selection of material and care in workmanship are 
expected to be a trifle better than the ordinary run 
of the goods. It may be said in justification of this 
that, in practica) use, any sample, such as a sample 
shoe, is handled over repeatedly by buyers as the 
traveling salesman makes his trip, so that if the 
sample were originally no better than the ordinary 
run of the goods, it would soon come to be less than 
a fair representative of the goods, from the repeated 
handling. In making sample shoes, it was long the 
custom to make them of a single size and width, 4B 
in women’s, 7C in men’s. Recently, however, there 
has been a plan put into operation in which samples 
are made in a few other sizes and widths. The ut- 
most range, however, is very narrow and the “sample 
shoe store,” claiming a full stock of sample shoes, is, 
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therefore, an arrant fraud. These stores, known in 
trade as “fake sample stores,” seemed to have de- 
veloped during and following the panic of 1907, 
when people were endeavoring to economize in their 
footwear, and when at the same time many reputable 
shoe dealers were trying to work into higher grades, 
and were correspondingly neglecting cheaper shoes. 
Public ignorance of the limit of sample sizes enabled 
the faker to impose upon them. 

Wherever you go you hear the word “sample,” 
and the meaning implied is that it has a Yankee 
trick of being better than the goods which will follow. 
Many buyers have tried out the plan of purchasing 
actual samples and having them on hand as a check 
at time of delivery of shipment. Even in such 
cases, ‘up to sample’ can hardly be said to prevail. 
It is a vexatious problem this question of samples. 

Many a foreign buyer has found out to his disgust 
that an inspection of an American sample and an 
inspection of the final shipment is something else 
again, where there should be positive similarity. 

All in all, the sample implies an approximate simi- 
larity, and the test as to whether the shoes in volume 
are to measure up to that sample is knowledge of 
the manufacturer’s average standard and experience 
brings this out in very few shipments. 

When you are buying shoes, you are buying some- 
thing else “than against sample.” You are buying 
an organization, its methods, its selections of ma- 
terials, its attention to the welfare of its workmen and 
everyone of the factors tied up in the workmanship 
and quality of the final shoe. How many salesmen 
are there that sell the organization, rather than 
“from sample.” If they sell the factory service and 
get the merchant’s confidence in it, the differences 
subject to arbitration later on are never linked up 
with that so easy to say “not up to sample.” 


Has the Style Center Shifted? 


HERE was an interesting item in the New 
York Times supplement a week ago, relative 
to the influence of the movies upon the names 
of children. A clever writer examined the birth 
records of the city of New York and found hundreds 
of popular movie names prefacing parental names of 
tongue twisting character. So there you are. Even 
in the movies there are influences singular and varied. 
One of the leading merchants of the country has 
noted a demand for types of furniture that he can 
directly trace to the interesting flicker of the pictures 
on the screen. 

Some weeks ago, we asked the energetic publicity 
departments of the Los Angeles studios to pose their 
prettiest stars in some real modern, up-to-date style 
footwear and to send us the pictures. You may 
remember the handsome pages illustrating both 
star and style that appeared early in July. If you 
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have been a purchaser of the movie magazines, you 
have noted similar poses emphasizing particularly 
pretty ankles and pretty footwear. Carrying the 
thing still further we found out that in Los Angeles 
there is a healthy demand for stylish footwear from 
stars and near-stars, so much so, in fact, that the Los 
Angeles merchants came to the East for more shoes. 
The end is not yet in sight. These merchants believe 
that they can make Los Angeles the style centre of 
the country, taking the palm from New York. They 
firmly believe that smart fashions bought at regular 
prices by movie stars playing in modern pictures can 
influence a style wave the country over and we are 
somewhat of the opinion that there is much i in what 
they say. 





Plenty of Powder 


OW strong are you on dusting powder into 
boots. The government has 1,000,000 quarter- 
pound tins of Army Foot Powder. The price is right, 
two cents per tin. What we would like to know is, 
if there are 1,000,000 quarter-pound tins of Army Foot 
Powder left two years after the war, how much was sent 
to France and how much was the original order. 
The way that Quartermaster’s Department spent 
our money passeth all understanding. 

Do you remember the time when the army cook 
sent a green man back for baking powder and the 
rookie took by mistake Army Foot Powder. 
Some biscuits! Was it the intention of the Board of 
Strategy to furnish every soldier with a quarter- 
pound tin, useful for gun powder, foot powder, baking 
powder, insect powder, sneeze-bag powder and face 
powder? If we must have war, let us have plenty of 
powder. 

And now the peaceful invasion in shoe stores of 
America of Army Foot Powder. Twenty years ago, 
prior to the wrist watch movement, the average shoe 
salesman could shake a tin with the best of them. 
Coming into better times, silk hose and fine shoes 
and shrinkage of feet due to much washing, the use 
of powder was lessened. Perspiration is no longer the 
odoriferous sign of honest toil. The silk shirt and the 
roll of bills have taken its place. 

How about starting our old friend ex-Czar Fer- 
dinand in business now that he is minus his throne, 
iron Kelly scepter and all. He is out of a job and 
tis said that he averages six get-rich schemes per 
day. The other day someone tried to sell him for 
3,000 marks a shoe polish made out of smoke. Fora 
little more real money he could corner the market on 
Army Foot Powder, the best Bolsheviki dusting pow- 
der in the world. Just shake a little in a Russian 
boot and sprinkle a little in the incense pots and 
there you get the rabid red tamed down to a very 
mild mudjik. In the good old days we used to treat 
a mob of bloodthirsty savages with powder, shot 
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and shell, and now that foot powder is the soothing 
mixture of:democracy, let’s use it to dust their road 
to’ H ‘ 





The “Waste” in Footwear 


HAT influence has brought about the 

’ great increase in chiropody parlors in every 

city in the country. We know of one city with 
more “Cripple Parlors’’ than shoe stores. 

“The greatest waste in the buying of shoes by 
the public is to be found in the closets of consumers, 
in the shape of shoes discarded and thrown 
aside because they did not fit.” 

There is an important point in this for a well- 
equipped shoe store which makes a feature of good 
fitting. This information ought to go before the 
public generally. 

It is a curious thing that in all the tremendous 
amount of discussion of “efficiency,” the ideas of 
efficiency promoters seem to run so largely toward 
speeding up machines and increasing the capacity of 
workers by decreasing the number of movements of 
hand or arm, etc. Little attention is paid to the 
general “physical efficiency” of the individual. 
There are few ailments more painful than those 
which affect the feet. Can a man think, or plan, or 
do any kind of work imaginable at his full capacity 
if he is suffering from cramped aching feet? How 
many men (or women either) are there who can say 
truthfully that they are practically unconscious of 
having feet, as they should be, and are, of any per- 
fectly normal portion of the anatomy? 

The. waste, as we have pointed out, is a double 
waste—a waste not only in the efficiency of the in- 
dividual, but an actual cash loss in the purchase of 
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shoes from which by no means the maximum service 
is received. 

The shoe-buying public would really economize 
if they were compelled to keep away from the specious 
“shoe bargain’”’ sale, the kind of sale where shoes are 
tossed out to be grabbed in a hurry without proper 
and careful fitting. It is much cheaper in the long 
run to buy shoes which are carefully fitted and which 
are made of materials that are adapted to the needs 
of the wearer. For example, the economical side 
leathers for workingmen’s shoes, the oil grain leathers 
for men’s hunting and Winter wear shoes, calfskin 
for lighter dress wear and women’s shoes, kid for soft- 
ness and pliability, patent leather for staple dress 
wear, and the various grades of bronze and colored 
kid and the other fancy leathers and fine fabrics for 
those women who buy for beauty and who do not 
consider long wearing quality the principal requisite 
in their footgear. There is a shoe for every need— 
also a shoe for every reasonable grade of comfort or 
luxury. Notwithstanding the fact that good leather 
shoes of acceptable style are absolutely as well as 
relatively cheaper in this country than anywhere 
else in the world, yet the annual totals are important. 
American shoe wearers are spending fully $3,500,000 
a day in the shoe stores; it is worth while to consider 
real economy. A shoe that does not fit is never an 
economical purchase. 





Silk and Gold Garters 


Men’s garters, of silk elastic and gold buckles, are 
about as luxurious an article for the findings depart- 
ment as can well be imagined—and yet some are 
being made. They will be among the “Suggestions 
for Christmas Gifts.” 





Platform of the N. 8S. R. A 
Letter from President J. P. Orr read at the 
Michigan Convention. 

Choice of a Footwear Slogan 
Collection of slogans gleaned from all parts 
of the country—a tip for you, perhaps. 

N. S. R. A. Issues First Piece of Goodwill 

Advertising 

Pamphlets for the retail merchant to dis- 
tribute among his customers. 

Small City Store Has Big City Service... . 
How a merchant in a suburb meets metro- 
politan competition. 





High Lights In This Issue 


The Following Are Among the Recorder Features Which Should Be 
Checked and Initialed by Your Entire Salesforce 


Accounts of the Michigan and Mountain States’ 
Conventions. 





Note Carefully Articles Advt. 


Mr. 


























circuit is completed, with comments or sug- 
gestions, if any. 
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Blucher and Novelty Oxfords. Reviva 1 
of the blucher and several novelty la ce 
bands illustrate the possibilities in Wint er 
footwear in the heavier grained leather s, 
usually in tan or brown. 





Heavier Oxfords for Women’s Wear. 
Leathers of durable weights, much per- 
forated and foxed, have the right of way 
for Winter outdoor wear. Hosiery in 
heavy wool and the college girl is outfitted. 








Sell "Em Fancy Shoes 


Doll °Em Up---Make ’Em Want Grays, Blues, Browns and Black in 
Kid, Satin and Suede---The Reason Why? 


By FRANK P. MEYER, Before Michigan Convention 


of shoes that have the style, whether they are 
10 or 15, she will buy them. If she has only 10 
and the shoes are 15, she will go out and get the other 
five. And women are good money getters. They 
can get the money and they. will spend it. 
The Real Mr. Wiseguy 

We don’t want to sell six and seven and eight dollar 
low shoes next year. The real Mr. Wiseguy of the 
shoe game next year, the fellow that will have $10 
and $12 low shoes, will be a humdinger. This year 
we have been shooting them $15 low shoes—and sell- 
ing them. 

‘* How does the Fall season look to you on ils opening 
up at the present time?” 

Why, it never let up with me. It is a fact, we have 
had the biggest business this year we have ever had. 
We have had snappy shoes and again I say if you will 
have good-looking shoes in your store the women will 
buy them. All 1 do when I leave my wife at home is 
to look over the women. 1 look at their feet and 
ankles upon the boulevard and street. In the train 
1 say, “Let me see that foot and ankle’’—and I tell 
them I’m a shoe manufacturer. 

1 saw a girl going down State Street, with a $1,000 
worth of furs, about that wide, and a dress that looked 
like a circus horsé, a sunflower behind—and I said, 
“The guy that sold that was a peach.” 

Sell ’em fancy shoes. 

1 believe that a nice gray buck will sell, a suede 
vamp with a brocaded top, black with black brocaded 
top, a tongueless boot in a blue suede and black satin 


I WILL say that any lady that sees a good pair 


and black suede. 1 have a few brown suede, too. 
1 paid $9.00 for those brown suede intending to sell 
them for $15. The only thing I can kick about is 
that 1 didn’t buy enough of them. 


I’m in the Market for Fancies 


But doll ’em up. There are a lot of traveling men 
here and I am not afraid to say that 1 am in the market 
for fancy shoes. In this I don’t necessarily mean 
colored shoes. 1 mean shoes that are dolled up, so 
that if a lady goes down the street that you men will 
all look at her. 


None in the Packard Class 

I'll bet there isn’t 10 men in this audience that. 
drive Packards. All those driving Packards arise. 

None arose. 

Isn’t that a fine bunch of fellows? We haven’t any 
sense. The dry goods man across the street drives a 
Packard, doesn’t he? He’ is afraid of robbing the 
people, he gives them too much for the money? But 
the shoe men are, and later they come along and say, 
“What steps have you taken to regain the confidence 
of the people?” Have you heard the clothing man 
say, “What will 1 do to regain the confidence of the 
people?” Has he said anything about -retaining it? 
He is not afraid of it. 

1 have been in the shoe business for 16 years, and 1 
have sold ladies’ shoes and contend that when | put 
a pair of shoes on:a woman she should pay me at 
least $2 a pair more than where she goes to a common, 
ordinary store and lets a fellow sell her shoes when 
he doesn’t know anything about shoes. 
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Platform of the N.S. R. A. 






A Letter from J. P. Orr Read at the Michigan Convention, Being a 


4 AM pleased to say that the letters of com- 
mendation received from retailers all over the 
country indicate that the Association is behind 

their President to a man. Our Association is formed 
for the sole purpose of being of benefit to its members. 
When it shall have ceased to perform this function, 
it will have no further reason for existence. We have 
always striven for the highest ideals in merchandising, 
and have always asked our merchants to deal fairly 
by the men from whom they buy and the customers 
to whom they sell. We don’t believe that merchan- 
dise should be returned to manufacturers when it is 
fully up to sample and shipped on time and all condi- 
tions have been complied with. We advise the faith- 
ful adherence of all members to their contracts. 


The Question of Contracts 


On" the other hand we insist that manufacturers 
adhere to theirs, which they have not always done 
by any means. We believe that when goods are not 
shipped on time the contract is broken and the re- 
tailer has the right of rejection. We believe that 





Declaration of the Stand of the Independent Retail Shoe Merchant 








samples should be made to be a fair expression of 
their goods shipped, instead of being so much better 
than the goods it is sometimes hard to recognize the 
fact that they were made in the same factory. 


Who Shall Distribute? 


“We believe that manufacturers should confine 
their activities to manufacturing, leaving the dis- 
tribution of their product to the retailer where it 
naturally belongs. We believe that a far-sighted 
policy on their part would lead to their realization of 
the fact that they are coming in direct competition 
with the retailer whose only income is the profit made 
from their sales. We are opposed to commissioners’ 
stores, factory chain stores or retailing by the manu- 
facturer, and we believe that our interests would be 
best served by bestowing our patronage upon manu- 
facturers who subscribe to these views. 

“With kindest regards and best wishes for the 
largest and most successful gathering in your history, 


I am, most sincerely yours. (signed) 
“J. P. Orr.” 











Municipal Shoe Selling Unsuccessful 


City Council of Oshkosh Opens Shoe Store Under 
Municipal Marketing Plan—Method Found 
Impractical 

Oshkosh, Wis.—The City Council of. Oshkosh, 
under a Municipal Marketing Plan, opened up a shoe 
store and finds out that the shoe service is not as easy 
as it appears. 

«. Lampert-Ryder Company of Oshkosh tells the 
story as follows: 

“While 1 was unable to ascertain whether the 
Municipal Marketing Plan had received the endorse- 
ment of Organized Labor in Oshkosh, | feel quite 
sure that the Trades Unionists of Oshkosh are not in 
sympathy with any attempt to further the sale of 
the product of non-union manufacturers whether it 
be by retail dealers or the municipal government. 
This fact is indicated by the fact that the demand for 
union stamped shoes has been so strong in Oshkosh 
that the retail dealers have been compelled to carry 
quite large stocks of union stamp shoes for both men 
and women.” 


Unions Opposed to Shoes Sold 


The members of the General Executive Board of 
the Boot and Shoe Workers’ Union visited Oshkosh, 





investigated the footwear and found that none of it was 
union made. In making his report, he said: 

“The council of this city has undertaken the pur- 
chase and sale of shoes. In other words, they have 
opened up a shoe store with our money (the tax- 
payers’) in competition with us without charging 
any overhead expense outside of clerk hire. It is 
impossible to appeal to the citizéns as the inference 
they have already drawn is that the city was com- 
pelled to.sell shoes on account of the high prices that 
the merchants were charging, that we were profiteer- 
ing, and if we defend ourselves, the conclusion is that 
the City Council was right and that we are guilty. We 
have received good support from the Boot and Shoe 
Workers’ Union and wish to thank them as they got 
on the job as soon as they found out that the shoes 
were non-union made. Mr. James was here and 
addressed one of the meetings.ef the union workers. 
The shoes were bought from the Community Sales 
Company of Chicago and we are happy to say that 
the sale here has not been a wonderful success, out- 
side the inference the public has drawn by the City 
of Oshkosh selling shoes. You can readily see that 
it would be very much easier to combat a sales com- 
pany or a private enterprise than one put on by the 
city.” 
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Resolutions of Michigan Association 


Chairman Ed. Mowers of Saginaw in submitting these 
resolutionsfsaid, «I remember a definition given by E. P. Reed 
of Rochester—A resolution is simply a promise to perform.” 


[A CALL FOR POPULAR ELECTIONS 


However this is the report:? 

“1. Whereas, the members of the Michigan 
Retail Shoe Dealers’ Association are inclined to the 
opinion that there should be a change in the present 
method of electing the officers of the National 
Association, and, whereas, ; 

“Missouri, Texas, Oklahoma, Tri-State, Kansas 
and Minnesota and Wisconsin have condemned 
the present plan and are demanding a voice in the 
election of its National officers, now, 

“Therefore, be it resolved that the Michigan 
Association endorses the action of the above named 
organizations as seconding the efforts to make the 
National a purely democratic organization and 
demands that such officers be nominated and 
elected by the votes of the accredited delegates 
present at the national convention. 


Strong for Firm Memberships 

“2. Recognizing the untold benefits that come 
to every retailer of shoes throughout the United 
States through the various efforts and activities 
of the National Shoe Retailers’ Association, and 
recognizing that it is only fair and just that each 
merchant should bear his equitable share in the 
expense. necessary to carry on the wonderfully 
beneficent work of the National Association, there- 
fore, 

“Be it resolved, that we urge upon each of our 
members the importance of becoming a firm mem- 
ber of the National Shoe Retailers’ Association, and 
that each member of this Association exert bis ut- 
most endeavor to attend the annual convention of 
the N. S. R. A. to be held in Milwaukee, January 
of 1921. ; 


Against Direct Sales by Manufacturers 


“8. Be it resolved, that the Michigan Retail 


Shoe Dealers’ Association unanimously declares 
against the action of manufacturers and jobbers 
selling their merchandise directly to the consumer 
and to concerns not legitimate retail shoe dealers, 

“And be it further resolved, that the Michigan 
Shoe Retailers’ Association is heartily in accord 
with the resolutions adopted by the Ohio Valley Shoe 
Association and Wisconsin Shoe Retailers’ Associa- 
tion, and other associations in that it feels that 
certain manufacturers, whom it knows are an- 
ticipating in this move, and that it finds out from 
them direct what their intentions are for the future, 
so that this Association can govern itself according- 


Against Unfair Practices 


“4. Whereas, the Michigan Association supports 
the Government in its effort to decrease the present 
high cost of merchandise, we pledge ourselves to 
closely co-operate with the Fair Price Commis- 
sioner of Michigan in his determination to reduce 
the high costs and eliminate unfair practices, and 
urge the appointment of a Vigilance Committee 
to assist in the prosecution of any and all shoe 
dealers guilty of any unfair practices, - 


Practical Footwear Plus Fair Costing 


“And we further urge our members to recommend 
to their customers the practice of buying practical 
footwear suited for the service for which it was 
made and to give due consideration to staple foot- 
wear of the medium grades, and 

“Whereas, it is the consensus of this convention 
that a fair averaging of costs when goods have been 
bought at varying prices is the only correct method 
of conducting a merchandise business, and recom- 
mend that this metkod of averaging to our members, 


To Back Up Merchants 

“Thereforef be it resolved that the Lever Act 
recognizes every merchant to be entitled to a legiti- 
mate profit and makes unlawful only exorbitant 
profit, and this Association deens it as much its 
duty to protect the retail merchant in a legitimate 
profit as to aid the Government in prosecuting the 
profiteers, and to this end this Association gives its 
financial support and pledges all its resources to 
any retail stoe dealers in the State of Michigan who 
is unfairly or unjustly accused or prosecuted under 
Lever Act. 

“Furthermore, that! the Michigan Shoe Dealers’ 
Association instruct its president to appoint com- 
mittees in every city and in every district of Michi- 
gan where its members are engaged in business to 
carefully investigate any charges or indictments 
brought against a member, urider the auspices of 
the State Association and if these charges are found 
to be baseless or if these indictments are unjust, to 
arrange for statements to the public in the local 
newspapers over the signature of the local shoe 
dealers selling shoes in that particular city and 
district where the charges and indictments are 
instituted and declare in these statements that all 
the dealers have conducted their business along the 
same lines and that the man wrongfully accused is 
as innocent as those. whose ‘signatures appear 
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View of Displays at the Michigan Convention 


Straight Business Session at Kalamazoo 


“Strengthen Your Beliefs in Your Service, Your Merchandise and Your Styles’’ 
-—-Michigan Convention Re-enforces Opinions of “Good Business Ahead’’ 


addresses of Thomas Jackson of Detroit, 

showing the activity of the Michigan Shoe 
Dealers’ Association as a member of Michigan Mer- 
chants’ Association which fosters publicity campaigns 
for the benefit of merchants and to offset profiteering 
propaganda. 

E. C. Harmon of Charlotte spoke next on the ad- 
justment of complaints, in which he advocated the 
value of satisfying complaining customers, thus hold- 
ing them in line after having pulled them into the 
store through advertising. A discussion which followed 
showed an inclination on the part of the merchants 
to go to any reasonable length to satisfy customers. 

Mr. Ertel of Detroit advocated the settlement of 
complaints on the basis of justice to the store, to the 
wholesaler or to the manufacturer, and suggested that 
the customer may not always be right, but may be 


Q ewan morning’s session was featured by 


mistaken in what he believes the store should do for 
him or her. 

Next came the report of George Bode, Secretary 
of the Michigan Shoe Dealers’ Mutual Fire Company, 
which showed a two million dollar gain during the 
past year in fire insurance written for shoe dealers, 
with a total of five millions now carried for Michigan 
shoe dealers. 

Next was the address by B. C. Bowen on “Where 
Are We At?” which wasa review of the causes for 
the liquidation of credit during recent weeks, the danger 
which lies in the liquidation of labor with its conse- 
quent reduction in purchasing power. “And now,” he 
said, “having passed the rough spots on the com- 
mercial highway, we are out on smooth ground with 
conditions favorable for more frequent buying by shoe 
merchants. Therefore the more rapid the turnover 

(Continued on page 66) 
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Resolutions Adopted at Denver 
Convention 


WHEREAS, The members of The Moun- 
tain States Shoe Retailers’ Association feel 
that there should be a change in the present 
method of electing officers of the National 
Association; and whereas, Missouri, Texas, 
Oklahoma, Tri-State, Kansas, Minnesota and 
Wisconsin have adopted resolutions con- 
demning the present plan of election of said 
officers, and are demanding a voice in the 
election of the National officers: therefore, 
be it resolved, That the Mountain States 
Association endorse the action of the above 
named organizations, as seconding the efforts 
to make the N. S. R. A. a purely democratic 
organization, and we recommend that such 
officers be nominated and elected by the votes 
of the accredited delegates present at the 
National Convention. 

Recognizing the untold benefits that have 
come to every retailer of shoes throughout 
the United States, through the various 
efforts and activities of the National Shoe Re- 
tailers’ Association, and recognizing that it 
is only fair and just that each merchant 
should bear his equitable share in the expense 
necessary to carry on the wonderful efficient 
work of the National Association; therefore, 
be it resolved, that we urge upon each of our 
members the importance of becoming a firm 
member of the National Shoe Retailers’ 
Association, and that each member of this 
Association exert his utmost endeavor to 
attend the Annual Convention of the or- 
ganization to be held in Milwaukee in Jan- 
uary of 1921. 

Whereas, The members of this Associa- 
tion recognize that cancellations of orders 
after same have been accepted by the manu- 
facturers, cause a serious injury and loss to 
such manufacturers; and whereas, the manu- 


facturers and wholesalers, through their 
Associations, have recognized as legitimate 
the cancellation of orders which are not 


shipped within thirty days of date specified © 


in the order; therefore, be it resolved that this 
Association approve this plan, but insist 
that each lot be shipped in its entirety, and 
we will not accept the shipment of part of 
the widths of a lot as constituting the filling 
of order on that particular lot. 

Recognizing that the enactment of the 
excess profit tax law and other measures for 
providing revenues for the National govern- 
ment incident to wartime expenditures were 
necessary and justified, we at the same time 
believe that time has demonstrated that such 
measures are harmful to the best interests of 
the industrial life of the nation in peace times, 
therefore, be it resolved, that we recommend 
to the National Shoe Retailers’ Association 
that the strength of the organization be put 
behind a movement to substitute for the 
excess profit law a law providing for a tax 
on sales or some similar plan that will provide 
a more equitable distribution of the burden 
of taxation. 

In recognition of the efficient and valuable 
services rendered by Harry E. Fontius, 
President; J. Roy Fleming, Secretary-Treas- 
urer, and the other officers of The Mountain 
States Association during their incumbency 
in office: be it resolved, that. we, the members 
of the Association, extend to them, individ- 
ually and collectively, our most sincere and 
heartfelt thanks. 

To the Denver Local Committee on Ar- 
rangements much credit is due for the suc- 
cess of this ‘Convention, therefore, be it 
resolved, that we extend to them our sincere 
thanks. 
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Mountain States Merchants Expect Good Business 


Note of Optimism Sounded Throughout Big Convention at Denver 


Denver, Colo., Sept. 14. 

HE largest attendance in the history of the 
T Association greeted the officers at last Thurs- 

day morning’s session of the Mountain States’ 
Convention. They have enjoyed a good business 
during the year and are looking forward with opti- 
mism to the forthcoming Fall season. Crop condi- 
tions are excellent and in the factory towns work is 
exceedingly abundant. 

A. C. Foster of the Bankers Trust Company of 
Denver talked on the “Financial Situation.” Mr. 
Foster feels that the country would now be in the 
midst of a financial panic were it not for the stabiliz- 
ing influence of the Federal Reserve Banking System, 
which he characterized as the greatest financial in- 
vention of the age. The present unsettled condition 
in the financial world he attributes to the railroad 
situation, the shortage of money and to several other 
causes which have crept in and undermined busi- 
ness. In the opinion of Mr. Foster, the peak of 
financial distress has not yet been reached in the 
West, but possibly has been reached and passed in 
the East. 

Herbert Hirschman of Salt Lake City then spoke 
on “Federal Taxes,” giving illustrations showing the 
unstable foundation of the Excess Profits Tax Law, 
and how unfair it is to incorporated business con- 
cerns who are working on a conservative basis with 
low capitalization. 

Mr. Hirschman suggested the institution of a law 
providing for a tax on sales or some similar measure. 

The convention of 1921 is scheduled for Colorado 
Springs. 

Friday Morning Session 


The first speaker at the Friday morning session was 
W. E. Baird, of The International Shoe Company, 
St. Louis. Mr. Baird advised merchants to buy 
cautiously but not to be afraid to buy for their actual 
needs. There have been declines in the market, he 
said, and there may possibly be further declines, but 
the man who buys small quantities and buys often 
can keep his stock turning so that he is assured of a 
profitable business. The man who holds off buying 
will likely find himself in a precarious condition. 

T. M. Callahan, head of the chain of Golden Rule 
Stores, made a very pleasing talk on the value of the 
Association to the small merchant. Mr. Callahan is 
in splendid position to speak on this topic because all 
of his stores are located in small communities. Mr. 
Callahan pointed out numerous instances of where 
’ he and his partners had received information of untold 
value by attending the convention and keeping in 


touch with the various associations of which his 
stores are members. 


As It Is To Be 


J. H. Conrad, shoe merchandiser of the May Com- 
pany, Denver, read a paper on “Shoe Business as 
It Was, Is Now and Shall Be,” pointing out that the 
thing to do now is to work harder, inject more ef- 
ficiency and accuracy into your business; know your 
stock better, and merchandise more intelligently. 
“Selling downward on a declining market, as we sold 
upward on a rising market, is a safe policy to pursue,” 
he declared. 

Robert H.- Johnson of Denver, director of the 
N.S. R. A., talked on “Organization” and suggested 
means of building up the membership and the good 
will of the Mountain States Association. It was sug- 
gested among other things that an organizer or 
field secretary be employed to enroll merchants, and 
solicit their co-operation. 

All through the Convention the expression was 
heard that it was unsafe for a merchant to buy more 
than 90 days in advance, except on staple footwear, 
and since traveling men, as a rule, see their customers 
but twice a year, the question of how the merchants, 
especially in the smaller towns, were to keep abreast 
of the time on styles and avoid the accumulation of 
odds and ends at the end of the season became serious. 
Several traveling men who are selling novelty foot- 
wear, expressed the opinion that shoe travelers would 
soon have to arrange to make more frequent visits to 
merchants, if an array of colors and rapid changing of . 
styles came strongly into vogue. 





Crops in Great Bounty. 


**Plenty of Money”’ Indicated by Review by First 
National Bank, St. Louis 


An abundant yield of the chief agricultural crops 
is almost assured. The wheat crop is estimated at 
850,000,000 bushels, corn over 3,000,000,000, potatoes 
402,000,000, which, in most cases, exceeds the ten-year 
average. Tobacco and rice promise to exceed all 
records. The cotton crop now promises a yield far in 
excess of what was expected three months ago. The 
price received by the growers of these crops will 
doubtless be much less than that of the past year. 
To this extent the purchasing power of the agricul- 
tural interests may be reduced, but on the other hand, 
consumers of goods will get the benefit of the lower 
price. 
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The Choice of a Footwear Slogan 


Perhaps the Best Known Slogan Is That of the “Recorder’’——-“Getting 
More Shoes Sold Right’’—-What Is Yours? 


HE seventy-three footwear slogans that ap- 
pear below have been compiled and classified 
for your particular benefit from representative 

American and Canadian shoe stores. 
One of these slogans is looking for you as a lost 
child searches for its mother. Don’t allow the slogan 
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every purse. 


College Boot Shops, 
Los Angeles, Calif. 


There is service 


to wander out of your sight, for it is simply pining 
away to be adopted as the mouthpiece of your store. 


Shoes That Wear 


Can the shoes you sell be depended upon for wear 
and service? If so, the slogan can be employed to 


help remove any doubt that may exist on the subject. 
“Dependable Footwear”"—Runkle Shoe Co., Santa Bar- 


bara, Cal. 
“Moderate Prices. There Is Economy in Quality”— 


Dorsch, Newark, N. J. 


Just Feminine Footwear 


Just moderate prices. A size and 
style for every foot and price for 


Recorder Ad Service 
Illustration No. 1098 


“Store for Reliable Footwear’—W. M.- Leslie, London, 
Ont., Canada. 

“A Reliable Shoe Store’—Hutchinson’s, Joliet, Ill. 

“Shoes That Satisfy”—Vorhes, Colorado Springs, Colo. 

“If the Shoes Come from Ruff’s, They'll Wear’—Ruff’s, 
Butler, Pa. 

“Sippell’s Solid Shoes’’—Sippell’s, Brooklyn, N. Y. 

“When You Think Shoes—Think Camp- 
bells” Campbell, Frederickton, N. B., Can- 
ada. 

“Make Johnston’s Your Shoe Store”’— 
Johnston’s, Ltd., New Westminster, B. C., 
Canada. 

“A Shop Where a Guarantee Is Worth 
‘Something’”—Union Shoe Parlors, Knoxville, 
Tenn. 

“In Oakland It’s the Royal for Shoes”— 
Royal Shoe Co., Oakland, Cal. 

“Just Feminine Footwear. Just Moderate 
Prices. A Size and Style for Every Foot and 
Price for Every Purse’’—College Boot Shops, 
Los Angeles, Cal. 

“London Style Shoes for Men’”—London 
Style Shoe Co., New York, N. Y. 


How About the Fit? 


The fit of the shoe is perhaps the 
most important selling point of a shoe, 
so if you pride yourself on the careful 
attention you give to this detail, it 
should be expressed via the slogan 
route: 

“Every Foot Correctly Fitted”—Wade 
Bros., Jamestown, N. Y. 

“Correct Fitters of Feet’”—F. A. Blessing, 
Elkhart, Ind. é 

“My Creed: I Insist on Fit. Not Just 
Selling Shoes But Fitting Shoes”—Wajones, 
Newark, N. J. 

“Rhymes with Fits You”—Pictsuch, Cin- 
cinnati, Ohio. 

“For Shoes That Fit and Wear’—Yale 
Shoe Store, Ltd., Edmonton, Alta, Canada. 

“You Know How They Wear—Not Merely 
Foot Fitters, but Footwear Specialists at Your 
Service”—Swartz and Levison, Albany, N. Y. 

“°Tis a Feat to Fit Feet’ — Dalsimer, Philadelphia, 
Pa. 

“Two Feet of Comfort with Every Step’—John Lee, 
Charleston, W. Va. 

“Fish Have Few Foot Ills, and So Have Rival Wearers”— 
Rival Shoe Co., New York, N. Y. 

“Peace to the Sole’”—Heilemann’s, Cincinnati, Ohio. 

“Place Your Feet in Our Hands”—Goodman, Nashua, 
N. Y. 

“Ramble Around in Ramblers’—Rambler Shoe Co., 
Newark, N. J. 
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Importance of Style 


With some women style comes before the fit, so if 
stylish feminine footwear represents a large slice of 
your trade, the use of such a slogan is justified. 

“Style without Extravagance’’—C. M. Stendal. 

“Nowadays It’s Golden’s Smart Shoes’”—Golden’s, New 
York, N. Y. : 

“Style—Comfort—Quality Since 1853’—Kahier, New 
York, N. Y. 

“The Costume Bootery of Seymour Sycle’’—Richmond, 
Va. 

“Distinctive Foot-Toggery”—Felix Forbert Shoe Stores, 
Orilla, Ont., Canada. 

“Exclusive Footwear’’—Fadely and Ulmer, Anderson, Ind. 


Emphasizing the. Quality 


‘ People have been educated up to 
the fact that quality shoes are cheap- 
est in the long run. If you sell the 
better kind of footwear, you may find 
the slogan you are looking for below: 

“The Home of Good Shoes”—Cluff’s, 
Vancouver, B. C., Canada. 

“Good Shoes Are an Economy’’—Hanan, 
Brooklyn, N. Y. 

“The Home of Good Shoes Since 1868”— 





Greatest College Year 


Advance registrations show a col- 
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“It’s Always the Same—‘Better Shoes, Less Money’ "— 
Rogers and Keener, Knoxville, Tenn. : 

. “High Grade Shoes at Economy Prices’”—Clark’s, Ogden, 
Utah. - 

“The Shoe Store of Quality, Low Price and Service”’— 
Peoples Shoe Store, London, .Ont., Canada. 

“Reliable Cut-Rate Shoes”—Factory Outlet Shoe Co., 
Hazleton, Pa. 

“Snappy Shoes at Cut Rate Prices’—Cut Price Shoe 
Co., Springfield, Mass. 

“The Store Where You Can Buy Two Pairs of Shoes for 
the Price of One’’—Nickel Plate Shoe Store, Poughkeepsie, 
N. Y. 

“Always a Dollar Less Than Gay Street Prices” —Kreiae 
Keener Shoe Co., Knoxville, Tenn. 





Gilmer Moore Co., Charlotte, N. C. 

“A Good Place to Buy Good Shoes’’— W. C. 
Goodwin, Fitchburg, Mass. : 

“The Shop of Good Shoes’”—Chas. A. 
Meyer, Augusta, Ga. 

“None But Good Shoes’—Nay Shoe Co., 
Wheeling, W. Va. 

“The Home of Good Named Shoes’— 
Brown’s Bootery, Springfield, Mass. 

“The Home of Good Shoes’—Vogel’s, 
Cumberland, Md. 

“Home of the Best Shoes”—Delano- 
Thomson Co., Boise, Idaho. 

“Better Class Shoes”—Kaufman, New 
York, N. Y. 

“For 20 Years Leavenworth’s Best Shoe 
Store”’—G. J. Bub, Kansas. 

“It Pays to Buy the Best”—Waegner’s, 
Aurora, II. 

“For Better Shoes’—Kohl’s Shoe Co., 
Yakima, Wash. 

“Better Than Ever’— Newark Shoe Stores 
Co., Newark, N. J. 

“Home of Better Shoes Since 1890. Hosiery, 
Too”—Keith Shoe Store, Beaumont, Texas. 

“A Mark of Quality”—Blynn’s, Brooklyn, 
Ne ¥. 


lege population in America greater 
than any former year—despite the 
attraction of the full pay envelope 
at $40 per week and up for milk- 
wagon drivers, motormen and work- 
ers of six weeks’ training. 

The value of an ce yaepaee 0 not 
always a matter of dollars and cents. 
Neither is your experience in short 
cuts to footwear expense the better 

lan—the public is the better served 
in good footwear, well put together, 
at a price in keeping with quality. 
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“A Store of Quality and Fair Dealing’”—Cut Rate Boot 
Shop, Collingwood, Ont., Canada. 


The Price Appeal 


As long as human nature is what it is, the price 
appeal will remain. If your clientele is strong for the 
price element in advertising, one way is to capitalize 
it a la slogan. 

“Good Shoes Cheap”—Kaufman, London, Ont., Canada. 


“Where Good Shoes Cost Less’ —Stadler Bros., Oshkosh, 
Wis. 


The Shoe Repair Department 


If you specialize or conduct an extensive shoe repair 
department, the following slogans will take care of 
your requirements in these connections: 

“Purchase Your,Shoes or Get Them Repaired at Philip’s— 
Philip’s, Pomona, Cal. 

“Nothing Is Beyond Us in Shoe Repairing”—Boot Shop, 
Oklahoma City, Okla. 

“Makers of ‘New Shoes from Old Ones’ ”"—Strand Co., 
Charleston, W. Va. 
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Tongue Fronts Are New 
—All Patent, Too 
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Fearfully and Wonderfully 
Made— White and Patent 


Style at the French Races 


Many American Stylists at Deauville---Whites in Footwear Returning 
to Parisian Favor---Patent Leather Expected to Lead 


Boot and Shoe Recorder Paris Office 
2 Rue Des Italiens. 


ROM the fashion and society point of view, 
K the Grand Races are of great moment in Paris. 
It is the time when the fashions for the next six 
months are decided upon by the leading Paris dress- 
makers—the great event being the Grand Prix race 
at Deauville. 

This year Deauville was unusually brilliant. This 
means of course an unusually large number of people 
present and tremendous prices. The hotels were 
way over-sold and rooms at the Normandy or the 
Royal were to be had in the servants’ quarters only. 
For these, one arranged with 
the servants themselves and 
paid anywhere from 100 to 
150 francs per night. Rooms 
in private villas were being 
rented for the modest sum 
of 1000 francs for two nights 
for a single room for a single 
person, without food. Every- 
thing was packed, everything 
was sold and money was no 
object. 

Practically all Deauville 
danced, dined and played at 
the Casino. This was the 
popular meeting place of 
the resort. As last year, 
day was turned into night 
and night into day. Dinner 





Satin Gray Tops with Dark Gray Fancy Fozings, 
Backstay and Collar ous. 


began at 9:30 and early breakfast was served 
at 2 a.m. 

The gowns this year while quite as elegant as last 
year served more to cover the women’s form than has 
been the case for the last three seasons. This means 
that the bodice was again recognized as a part of the 
dress, at all events at the front, and that skirts were 
slightly longer. In fact, many of the skirts in dinner 
gowns reached quite to the ankle bone. 


White Sandals and Gold Anklets 


The fashion of going without stockings seems to be 
over, and this year only two bare-legged nymphs 
were visible. Both wore on 
their sunburnt feet white 
sandals and golden anklets. 

As far as shoes were con- 
cerned, not a single new style 
was launched. All the women 
wore for day and for evening 
high heeled slippers in san- 
dal styles. For the day, 
white was the smart thing 
in footwear and all kinds of 
strap slippers in white buck- 
skin were noted. Very few 
combinations of white and 
black were seen. On the 
other hand, white with tan 
and white with brilliant 
scarlet were quite conspicu- 
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Open Back In- 
stead of Front, 
with Novelty Cap 














Oxford ties were represented to some extent and 
were worn chiefly in russet leather or in black patent 
leather. 

The Polka Dot Tip for Novelty 


Checker board effects as a toe decoration were 
prominent and these usually were carried out in 
black and white, or in white with a color such as navy 
blue or scarlet. 


Gray Shoes Return to Favor 


In colors for dresses for day wear, white, mauve 
and yellow dominated with bright pink. Quantities 
of gray shoes were worn with mauve colored dresses; 
with yellow dresses white shoes were the favorite; 
with white costumes, shoes were either white or 
white trimmed with a color. 


Metallic Cloth for Evening Popularity 


For evening, slippers in sandal style in metal cloth 
either gold or silver or in colored metal cloth trimmed 


The Mode with a Bracelet Back, 
White with Black Trimmings 
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In Reviewing Paris Patterns Remember They Are Usually Custom Work and the Exclusive 
Customer Would Resent Seeing the Identical Patterns Upon Any Other Society Woman 






The Jazz Slipper with Goring 
for Grip 











Closed Back with 
Open Front, But- 
ton Fastened 











with black or with colored satin fand with plain 
colored satin heels are the note. One of the most 
effective slippers was in plain cloth of silver trimmed 
with black satin and with black satin heels. Slippers 
in brilliant colored silk brocaded in metal were also 
conspicuous and these were generally worn with 
dresses in a plain colored velvet or crepe. 

Very seldom, at least in so far as Deauville styles 
were concerned, was a shoe seen for evening which 
matched the dress. Practically without exception, 
all slippers were in a contrast. Slippers in figured 
materials such as metal brocades and so on were 
worn with plain colored dresses. 

Heels for day and for evening wear are generally 
in high Louis style. The cuban or military heel is 
used to some extent, but is considered much less 
elegant than the Louis heel. 

The feeling for longer vamps is steadily increasing, 
but these are invariably used in conjunction with a 
blunt or rounded toe. 


Roman Sandal in a Five-inch 
Height, Novelty Stitching 
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it HE first piece of literature in the Goodwill Ad 
4 Service of the National Shoe Retailers’ As- 
sociation, described in detail in a recent issue 
of the “Recorder,” is now ready for distribution, ac- 
cording to an announcement made this week at 


Cover of Advertising Folder Issued by N. S. R. A. as Part 
of Goodwill Series 








National headquarters. It is a very attractive four- 
page folder printed on buff stock and entitled “Facts.” 
The reading matter inside is so arranged as to leave 
space for the name and address of the merchant who 
subscribes to the service. 

In a letter accompanying this piece of literature 
the statement is made that it is “not too late to do 

your share in this campaign to give the public a 
) better understanding of your problems—the condi- 
tions you have been fighting for them—the service 
| you are rendering in every community. 

The text of the folder is as follows: 

“Tt’s a fact that good shoes cost money. 
' “It’s a fact that’ we wish they could be sold for a 
lot less. ’ 

“It’s a fact that we made more money under the 
old prices—did a better business—showed a greater 
volume of sales—had a more satisfactory business. 

“Tt is our ambition to make money. Every business 
man wants to. That’s why he’s in business. But—it is 
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N.S. R. A. Issues First Piece in “Goodwill Ad Series” 
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not our ambition to make our money out of a com- 
paratively few sales. We want a volume of sales— 
and volume can only be had by increasing the num- 
ber of our customers, and the numbers of pairs of 
shoes they buy. We would rather sell five pairs of 
shoes at a reasonable profit, than sell two pairs to 
yield us the same return. 

“That is why you will find our merchandise sells 
at a fair price, a price that is consistent with trust- 
worthy merchandise—real value. It is an indis- 
putable fact that the high price which we have had 
to pay the manufacturer for shoes has hurt us and 
our business far more than anything that could pos- 
sibly have occurred. 

“You may depend upon getting every considera- 
tion and advantage in this store that it is possible 
for us to offer.”’ 




























Charles A. Leavitt Dead 


Boston, Sept. 12—Charles A. Leavitt, who was 
one of the most popular leather men on South Street, 
known to both shoe and leather fraternity, died 
Saturday, September 11, after an operation for can- 
cer. Mr. Leavitt was lately connected with the 
Amalgamated Leather Company. 

Mr. Leavitt entered the leather business at the 
age of 20, 43 years ago with the firm of Loring & 
































THE LATE CHARLES A. LEAVITT 







Avery. He then joined Stephen, Dow & Co., the 
American Hide and Leather Company and the Ohio 
Leather Company. When the W. F. Mosser Com- 
pany began the manufacture of upper leather, he was 
placedjat the head of the selling department. 
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Sept. 18, 1920 


BOOT AND SHOE RECORDER 65 


Small Suburban Store Has Big City Service 


Merchant Gets Business Which Used to Go to the Nearby Metropolis---A 
Neighborhood Success 


Shoe Co., Wollaston, near Boston, is striving to 
* bring big city service to the neighborhood store. 

He= was formerly with Willson’s 

Shoe Shop, a leading retail estab- 

lishment of Boston, so he is familiar 

with big city methods, and he is 

succeeding in adapting them to the 

neighborhood store. The conse- 

quence is that the neighborhood 

store is becoming the trading place 

of the men, the women and the 

children all around it. 

The firm consists of Henry C. 

Smalley and Frank Terhune, both 

of Wollaston. Frank Terhune is 

well known as salesman to the job- 

bing trade for A. M. Creighton 

of Lynn. 


P: J. Stewart, manager of the Smalley-Terhune 


Store Modernly Equipped 


The Smalley-Terhune Shoe Com- 
pany took over an old-time store. 
They put a modern equipment into 
it to make it look like a big city 
They stocked it with big 


P. J. STEWART 


Manager of the Smalley-Terhune Shoe 
Company men. 


city styles, and gave the neighborhood the advantage 

of new stocks of big city shoes at neighborhood store 

prices. They put in a good line of rubber goods, espe- 
cially Summer sport shoes. Also, they 
established a repair department and 
a findings department. They adver- 
tised around the neighborhood. So 
a shopper is able to obtain, close 
by her home, the shoes or the 
shoe service of a big city store, 
and save herself the expense of go- 
ing to the city. 


Fitting a Specialty 
Mr. Stewart makes a specialty of 
accurate fitting. He uses the size 
stick and fits each pair of shoes 
with the skill which is gained from 

experience in a big city store. 
Passenger fares are advancing, 
and many people are thinking that 
people will shop near home to save 
car fares. The progress of this 
neighborhood store will be watched 
with a deal of interest by many shoe 








William H. L. Odell Dead 
Was President of Boston Boot and Shoe Club 


Boston, Sept. 11—W. H. L. Odell, President of the 
Boston Boot and Shoe Club and a member of the 


concern of Besse, Osborn & Odell, Inc., sheepskin: 


manufacturers, 51 South Street, Boston, died Septem- 
ber 10 at his home in Dorchester, Mass. Mr. Odell 
had not been well for some time. In January he went 
to Palm Beach for his health, where he remained for 
two months. On his return home he was able to 
spend only a few hours daily at his office and spent 
the Summer at Bucksport, Me. He failed, however, 
to recover his health. 

Mr. Odell was born in Beverly, Mass., in 1863, and 
his first business start was made as a cutter of sheep- 
skin shoe trimmings. From this he entered a tannery 
and before he was 21 years of age had become a sales- 
man. He became connected with the firm of H. B. 
Endicott & Co. after several changes, and when the 
firm took the name of Bullivant, Brown & Fiske, he 
took charge of the Western business and thereafter 


made rapid advancement. In January, 1906, he 
formed the corporation of Besse, Osborn & Odell, Inc. 


Of Many Civic Interests 

Mr. Odell had many outside interests. He was 
director of the Boylston National Bank, a past 
Captain of the Ancient and Honorable Artillery 
Company; a member of several military organiza- 
tions and a Mason of high distinction. He received 
his 33d degree in September, 1919. Mr. Odell was a 
member of many social organizations, but his prin- 
cipal interest was in the Boston Boot and Shoe Club, 
of which he was President for three years. 

The association in its notification of his demise 
said, “No man in our allied shoe and leather trades 
had a larger circle of friends or was more sincerely 
loved and esteemed. He brought to his duties as 
President of the Boston Boot and Shoe Club all of 
his inherent loyalty and enthusiasm, and the or- 
ganization and its welfare were in his thoughts to the 
last. : 
His departure is an irreparable loss, both to our 
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States.” 


The funeral services were held at Pilgrim Con- 
gregational Church on September 12, where a large 




























































THE LATE WILLIAM H. L. ODELL 


honors to this public citizen. 


He is survived by his wife, three brothers and one 


sister. 





STRAIGHT BUSINESS SESSION AT 
KALAMAZOO 
(Continued from page 57) 

will be because, first, the purchasing power of the 
public is still great and rests upon the existing high 
wage scale; second, because 95 per cent of all workers 
spend all they make; third, because women today are 
just as susceptible to the style appeal as ever; fourth, 
because shoe merchants can still get 40 per cent 
markup on stocks and more on novelties or fashion 
shoes; and fifth, because since nearly all shoe clerks 
are on a commission basis they are co-partners with 
the shoe merchants in their eagerness to make sales, 
thereby insuring their income—all of which cinches 
the optimistic outlook for the 12 months ahead pro- 
vided every shoe merchant bombards his prospective 
customers with advertising.”” The next bit of work 
was the Resolutions Committee’ report—complete 
resolutions being given herewith. 

Next mitior amendments were made to the bylaws 
providing for increase in associate members’ dues of 
from two to five dollars; providing further for pay- 
ment to secretary of $200 annually, and providing 
further that the retiring president be automatically 
made a member of the board of directors. 

Election of officers followed and resulted as follows: 


Club and to the tanning industry of the United 


delegation of shoe and leather men paid their final 


Sept. 18, 1920 


Thomas Jackson of Detroit, President; T. S. 
Rogers of Jackson, Ist Vice-President; A. E. Kellogg 
of Traverse City, 2nd Vice-President; Fred Appledorn 
of Kalamazoo, 3rd Vice-President, and A. Schultz 
of Muskegon, Fourth Vice-President; George E. 
Owens of Saginaw re-elected Secretary-Treasurer; 
Sergeant at Arms, Art Goodrich of Lansing; Chaplain, 
E. C. Harmon of Charlotte. Directors, Elwyn Pond of 
Flint, J. E. Wilson of Detroit, F, F. McElroy of Fort 
Huron, James H. Fox of Grand Rapids, E. H. 
Vedders of Coldwater. 

In his valedictory address retiring President Wilson 
said that he had enjoyed his two years’ term because 
he is interested in the progress and success of the 
shoe business and because he likes his fellowmen. 
The new president expressed his appreciation of the 



















THOMAS T. JACKSON 
Newly Elected President of the Michigan Association 


honor and pledged the association to give it the best 
in him. The next meeting place will be decided at a 
meeting of the new board of directors. 





Sometimes the Grain Cracks 


The shoe clerk’s familiar story is that the perspira- 
tion of the feet rotted the leather of the vamp and 
made it crack. But this may not be true. Often a 
vamp begins to crack on the grain. Anybody can see 
it, if he looks. The grain cracks because it is brittle. 
The grains split from upholstery leather are so brittle 
that they crack if bent a few times. When the grain 
cracks, its hard, sharp edges cut the fibres of the 
leather, and the crack works down through the shoe. 
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NOW 
IN STOCK 


No. 7O6N—$6.10 No. 710—$6.10 


Black Kid Lace, 8 3-4 inch Black Kid Lace, 8 3-4 inch 
A 4 to 8 
B 31-2 to 8 
C 21-2 to 8 
D 21-2 to 8 


No. 672N (as above) $5.35 
No. 711N (as above) $7.15 
Black Kid (Cab. top) Lace, 8 3-4 inch 

B 31-2 to 7 1-2 Brown Kid Lace, 8 3-4 inch 

C 21-2 to 8 A 4 to 8 

D 21-2 to 8 B 3 1-2 to 8 

C 21-2 to 8 
D 21-2 to 8 


FOUR LIVE NUMBERS 
(now ready to ship) 


YOU KNOW VERY WELL that sizes on your 
POPULAR PRICED WOMEN'S BOOTS are — 
"SHOT TO PIECES." 


NOW LISTEN! ! 


THE FOUR SHOES SHOWN ABOVE will fit 
in YOUR SHELVES, and give you 
QUICK MOVING MERCHANDISE. 


THEY REPRESENT our TOP-GRADE specifi- 
cations, and THE PRICES are 
ROCK BOTTOM. 


Jant dios Hoe; 


MANCHESTER, N. H. 
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~GALLUN 





MANDARIN 
SIDES 


CHROME tanned side leather 

made in glazed and boarded finish 
and offered in two colors. Mandarin 
Sides are strikingly attractive and of 
the highest integrity. They are de- 
signed to meet the call for fine shoes 
that can be sold at prices demanded by 
the great majority. 





VIKING 
CALF 


A STRONG grained mellow calfskin 
4 that is moisture-repellent. This 
leather does not peel or chip and is 
especially adapted for a high-grade shoe. 
Viking Calf is favorably known and 
universally used by discriminating shoe 
manufacturers. It takes a brilliant 
polish and is offered for the coming 
season in five colors and black. 


QUALITY 


NORWEGIAN 
VEALS 


(y= of Gallun’s specialty leathers— 
a heavy, rugged, high - grade 
leather that is the first choice of high- 
grade manufacturers for the popular 
brogue shoe. Norwegian Veals are 
suitable for both men’s and women’s 
shoes and are produced in two colors 
and black. 





H. A. ELY, Manager, 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 


A. F. GALLUN & SONS, Inc. 
11 EAST ST., BOSTON, MASS. 





AZTEC 
CALF 


A= CALF is recognized the 
world over as the standard of 
excellence for Spring and Summer shoes 
for men, women and children. Pliable 
and strong, this leather is pleasing to 
the eye and comfortable on the Boy 
Aztec Calf will be offered in the coming 
season’s fashionable shades. 
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ONLY 


*3.00 


For a Pair 


of First Class 


Thorogood Elk Outing Shoes 





No. 875— Men’s Choc. Elk, 4 D.S. Chrome Outsole, Nailed ...... $3.00 
No. 876— Men’s Choc. Elk, % D. Oak Sole, Nailed .............. $3.00 


Boy’s, Youth’s and L. Gents’ like 875 at equally low prices 





For Men and Boys in Welt and Nailed — Lined and Unlined 


Made By 


Albert H. Weinbrenner Co. 
Milwaukee, U.S. A. 


Distributing Branches 


NEW YORK PITTSBURGH CHICAGO 
148 Duane St. 422 Ist Ave. ' 112-114 S. Wells St. 











~ 
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Three Spats that Reach the 
Highest Value in Spat Footwear 





Adjustable Spat, $36.00 a dozen All our spats carry 
two extra buttons 


attached. 
Hi Fur Spat, $44.00 a dozen 


Four button elastic silk frog fasteners that not only 
beautify but also make the spats fit to a perfection with- 
out the necessity of setting over any buttons. One 
feature that makes these spats the most practical ever 
designed. Patent applied for. 

Genuine Angora hair woven into strong fabric, absolutely 
in every way resembling the very highest grades and 
types of fur. They are indestructible and positively 
weather-proof. All fur-topped spats are equipped with 
the elastic silk frog fasteners. 

These spats are trimmed ina most artistic and novel manner. They 
will fit any calf, are strong, durable and positively are weather- 


proof. Beyond doubt, the smartest spats ever offered, designed 
and manufactured under the personal supervision of Fred Sayles. 


We can give quicker and cheaper deliveries—no eastern embar . 
Immediate delivery. In ordering remember that Beaver and Dark 
Fawn will be the most popular shades and that WE DO NOT 


MAKE BOOT TOPS. 


Chicago Spat & Legging Co. 


618-624 W. Jackson Blvd., Chicago iste Sigs SAR 
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Many People 


—probably nine out of ten of 
your customers want values. 
Show them SHUKRAFT shoes. Their good work- 
manship, honest leather, smart style and abundant 


value is a silent but convincing appeal for the kind 
of business you want. | 


IN STOCK READY ¥OR IMMEDIATE DELIVERY 









Showing Last No. 182 with 14-8 Military Heel, 9-inch 
Lace Boot 





In Black and Brown Leather 
Size Run, 4-8, Width B. Size Run, 344-74, Width C 
Size Run, 3-7, Width D 













HUKRAF 


QUALITY FOOTWEAR 


A mark of quality, a guide to satisfaction. Quality kept up and 
price down. 


In service SHUKRAFT shoes prove the value of quality. 


OTTO MIMeL MeL LOLOL LULU LLU LUELLA LULL LLL ® LL 


Sseerenhie- CE&& Noe Go neste 
x 94 Columbus O 
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WHEN THE SALESMEN 
COME ALONG 


With next season’s samples, be sure to tell them that 
you want shoes bearing the stamp of the Boot and Shoe 
Workers’ Union. 





























Union Stamp shoes are more likely to appeal to ALL of 
your customers than ordinary goods. Therefore, you can 
best appeal to all branches of your trade by carrying a 
complete stock of union made shoes. 


Such action makes for good business and larger sales. 


Boot and Shoe Workers’ Union 


Affiliated with the American Federation of Labor 


246 SUMMER STREET -- -- BOSTON, MASS. 
COLLIS LOVELY, Gen’l Pres’t. CHAS. L. BAINE, Gen’! Sec’y- Treas. 


Sees 
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Paid in Full 


Dunham Bros. Co., 
Brattleboro, Vt., 
are our 


New England 


Distributors 


You Will Be Paid In Full— 


if you concentrate on the Weyenberg Shoes and 


Weyenberg Prices. Both are more than right and our propo- 
sition on Outing Shoes is positively the biggest thing for Y U this season. 


Wait for the Weyenberg Man nse _-.— -WEYENBERG SHOE MFG. CO. 








THE NATURE SHAPE SHOE 
page FOR CHILDREN 
Ao - Complete Run of Styles IN-STOCK 


ings. 5-8, 2.85, 844- 
11, 3.25 11-2, Goodyear Welts for Boys, Youths and Little Gents. Bals and 


4.00. (1) Binciers. Broad toe and English lasts. ‘“‘Wearproof” Linings. 
Qe for Babes and Infants, in staple colors as well as all the new- 














est color combinations. 


3 Goodyear Welts for Infants, Children, Misses and Growing Girls. 
)Wearproof” linings. “A complete line from start to finish. 


CHIPMAN, HARWOOD COMPANY 
564 ATLANTIC AVENUE, -- BOSTON, MASS. 

















COMPETITION HAS RETURNED 


Are you prepared to meet it? 








Our representatives are on their way with a trunk full of popular 
styles—unusual values—competitive prices. 


You should see our line before buying elsewhere. 


We were the pioneers in making shoes with rubber heels attached 
—also shoes with the famous Neolin soles. 


R. P,. HAZZARD CO. ° 
R. J. Wuest, Sales Manager GARDINER 


119 Lincoln Street 


Boston, Mass. M A I N E 
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Easy 
Fitting 


X-L LINE 


(ombination &* ture IN STOCK 





AAA 


No. 2710—“Happy-Foot” Combi- No. 2712—‘Konsolation” Combi- 
nation Last, glazed kid, welt, 84- nation Last, glazed kid, turn, 8- 
inch boot. % foxing, 14-8 straight inch boot. % foxing, 12-8 straight 
heel, imitation straight tip. heel, straight glazed tip. 


No. 2711—“Fitzu” Combination 
Last, glazed colt, welt, 8-inch boot. 
% foxing, 12-8 straight heel, 
straight glazed Colt tip. 


No. 2709—“Comfy-Fit” Combina- 
tion Last, glazed kid, welt, 8-inch 
boot. 3% foxing, 14-8 straight heel, 
straight glazed tip. 


Price, $8.25 Price, $8.75 Price, $8.25 


Price, $6.50 





This Plan Will Attract New 
Customers Where Price Appeal Won’t 


Mere price appeal throws you directly into 
competition instead of away from it. 


Shrewd merchants in every line of business 
are putting themselves beyond the reach of 
the evils of price-competition. 


Their marked success is largely due to the 
fact that they FEATURE some point, some 
quality, some service, to the utter exclusion 
of price. 

The shoe merchant who FEATURES com- 
fort and goes after the possibilities that exist 
in his community for Combination Last 
Shoes will make a good profit right along and 
build a substantial business. 


COMFORT is the BIG feature and underly- 
ing principle of X-L Combination Last Shoes. 


There are four feature shoes to the X-L line. 
Carried IN STOCK for immediate delivery. 


That means quick turnover of small invest- 
ment; and quick turnover is the one principle 
of merchandising that no shoe merchant can 
afford to overlook. 


Write for Folder describing X-L line of Com- 
bination Last Shoes. 


Sample orders solicited. 


THE KROHN-FECHHEIMER COMPANY 


X-L LINE DEPARTMENT 


CINCINNATI, OHIO 
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: ls Not Your a 
Madam: Hts Your 
Weak Arches” 


(4 





Even the Most Skilled Shoe Fitting 
Cannot Satisfy When Feet Are at Fault 


No shoe will fee] comfortable or “right’’ on the foot that has become weakened so that the arch is. dis- 
placed or fallen. When the shoe man finds a case of this sort, it is wisest to explain the circumstances to 
the patron and suggest being fitted with the right 


ohRROWSMET,, 


ARCH PROPS 


to correct the difficulty and to give complete comfort to the foot in the stylish and well fitting shoe that 
the customer would like to wear. It is an easy and simple way to be certain of having a pleased customer 
go out, as well as of adding a nice profit that you would not have had from selling shoes alone. It is these 


extra profits that. count for most in any business. 
The Arrowsmith Line Makes Trade and Profits 


Every time you fit a customer with an Arrowsmith Arch Prop or other Arrowsmith support you make 
several sales. Besides the sale to that one customer, you are sure of making others to the friends and 
relatives that will be sent to you by that grateful and foot comfortable patron. Most of those who will 
read this know it is true—know it from long experience in handling these effective, time-tested and 
reliable correctives. 

And not only do you make other customers for Arch Props, but for shoes as well. Almost anybody would 
rather buy their shoes where they found the foot relief they had been so long in search of. It’s natural. 
Do not overlook the importance of the Arrowsmith department of your shoe business. It is a trade 
builder, such as nothing else can be for you. 


ARROWSMITH MANUFACTURING COMPANY 
CHICAGO MORRISTOWN, NEW JERSEY TORONTO 
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Coats of arms have a language all] their own. Every device upon them has 
a meaning. 
































So in the 


“NEW CASTLE” Coat-of-Arms 














































































































the turretted castle signifies “protection for you.” Let it serve as your sure 
defence against inferior leathers. 


Learn to rely upon New Castle Kid, and your confidence will be vindicated. 
This trade mark insures glazed kid of topmost quality and value. It is 
fine in feel and finish, and full of style and satisfaction. 


BLACK WHITE COLORS 


New Castle Leather Company, Inc. 
NEW YORK 
BOSTON MONTREAL, CANADA CHICAGO 
and the Principal Leather and Shoe Centres Everywhere 


Factory: Wilmington, Del. 





























































































































































































































The Decision of Manufacturers 
of Leading Lines of Footwear 


to fashion their new Spring creations of BROWN’S DEPENDABLE 
CALFSKINS speaks volumes for its many qualities. Tanned with 
the highest degree of skill and accuracy, BROWN’S BROWNS 
play a major role in the Footwear Fashions of 1921. 





KOKO 3 OTTER 12_~ RICH TAN il BLACK OOZE BROWN OOZE 
\ For the Export Trade, No. 15, Plain or Boarded 


Samples Will Be Sent Upon Request 


C. DL. BROWN & CO.,, Inc. 


“EXECUTIVE OFFICE AND FACTORY 
ee ee NX. 


50 SOUTH ST. 
84 GOLD ST. 

















RIFFIN| 2 
b oe Ni le 
lo] ilowcaeaM if 


GRIFFIN mary | 
GRIFFIN “Tn-Er-Tube”’ sa | | 
“RAPID” — Brack 


BLACK SHOE 
GRIFFIN LOTION 
CREAM In white “ek, tke tan, 


a brown, dark brown, 








A quick dye that dyes to 


a jet black any color polishes easy, requires no light gray and dark gray. 


leather. Leaves no =. liquid, keeps indefinitely, = aad yng mon os 

agreeable gon nag, size, remains soft to the last. no injurious acids. It is to 

“ orien $22.30, per Die gross, $15.00 ones wg aan cold cream 

— Se * Per doz., $1.30 3 oz. Size, $21.00 per Gross, 
$1.80 per Doz 


GRIFFIN MANUFACTURING CO., Ine. 
67-69 MURRAY STREET - - NEW YORK, U.S. A. 
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IN STOCK 


“CRAWFORD” OR UNBRANDED 


B 538—Mirror Patent Oxford for Dancing and Dress 
Occasions, light weight construction with flexible sole. 
Winsor Last. AA-D. 


This dress and dancing oxford sells at all times. Be 
prepared to take care of your trade by carrying full run 
of sizes and widths. 


CHARLES A. EATON COMPANY 


‘THE STERLING SHOEMAKERS OF NEW ENGLAND’ 


BROCKTON, MASS. 


BOSTON: 183 Essex St. ATLANTA: 238 Peachtree Arcade 
NEW YORK: 127 Duane St. DETROIT: 461 Book Bldg. 


PUT 
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Words That Brought In 
$20,000,000 Worth of Sales 


Last year millions of men and women 
were drawn into the stores of shoe retailers 
through the simple appeal that never seems 
to grow old. 

It was the same appeal that forced an- 
cients to construct the first rude covering 
for the foot. 

It was the very reason that made men 
in medieval times discard the jackboot and 
other stiff ornamental contrivances for 
more flexible footwear. 

And today the appeal of “foot comfort” 
is attracting people just as strongly as ever. 

Only the sufferer of a foot ailment can 
tell you the worth of those things that 
help to lessen pain and alleviate the stiff- 
ness of new shoes. 

Last year $20,000,000 were spent by 
the American people for “foot comfort” 


appliances. You probably received your 
share of this business and you will therefore 
appreciate how powerful the “foot com- 
fort” appeal is. You will realize the im- 
portance of using it in selling shoes. 


How easy it will be for you: to feature 
“foot comfort” when your shoes contain 
Korxole (cork) innersoles. You can tell 
your customers of the soft, yielding nature 
of the comfortable cork innersole. You 
can emphasize the waterproofness of Korx- 
ole, which insures dry feet. You can ex- 
plain why cork innersoles will always 
remain smooth underfoot. 

These features, you will probably agree, 
are what your customers want in their 
shoes, and we urge you to write today for 
Plan A—“How to Buy Shoes (of any 
Style) Built Around the Comfort Idea.” 


Armstrong Cork Co., 133 Liberty St., Lancaster, Pa. 


ISBESs/e ye 
VERS 4 
NAN Paths: 


“The Flexible Cork Innersole That’s Built Into the Shoe”? 
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M-C McKays Are 
Delightful Shoes 


Their style appeal is irresist- 
ible—they are thoroughly and 
skilfully made, and most im- 
portant of all, you can sell 
them at a moderate price and 
make a generous profit! 


The day of sanely-priced stylish 
footwear for women is here— 
the demand for shoes of M-C 
type is steadily increasing and 

. the retail shoe merchant who 
is ready for this demand should 
reap a rich reward. 


To realize the full importance of featuring M-C McKays 
get in touch with us. We'll do the rest. 
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Factories: Lynn, Mass. 
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| THERES ONLY ONE VICI KID 


ICI 

















| THERE JS ONLY ONE VICI KID 
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THERE NEVER HAS BEEN ANY OTHER 


K | D 


“NEQLIN ” has become almost synonymous 
with fibre soles—but it is only made by 
the Goodyear Tire and Rubber Company. 


“VICI KID” is likewise often applied to kid 
shoe leather in general. 

But “VICI KID” is only made by Robert H. 
Foerderer, Inc. 


There is only one VICI KID in the same 


sense that there is only one Neolin Sole. 


Robert H. Foerderer, Inc. 


Sole Producers of Vici Kid 
Philadelphia $$ ‘3 + Pennsylvania 











THERE NEVER HAS BEEN ANY OTHER 
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In the seventeenth century a shoemaker 
could be seen peggin typeset day after day, 
on shoes fashioned for royalty and turned 
by hand with infinite care. His little shop 
on the Rialto in Venice was the style center 
of the city. Some folks traveled for days to 
place their orders with him, knowing his 
work to be without equal in all Europe. 


Today, in the twentieth century 
you can see in the Rialto Fac- 
tory shoes which on account of , 
their known quality are ordered 
from all over the country by 
careful buyers. Styled to a 
standard, their salability simply 
depends upon their presentation! 


No. 4943—-Brown Kid Lace, Welt Sole, 14-8 
Heel. AA-C. 


A Superfine Shoe—in leather and construction— 
and one that is indicative of our FALL LINE. 


Come to the Factory some day, REMEMBER— 


or if time is short, sample 
Rialtos at our Boston office.- 


RIALTO SHOE GOMPANY 


FACTORY, LYNN, MASS., 26 OXFORD ST. 
BOSTON OFFICE , 215 ESSEX ST. 


— Rites [ Zeta 
} Eesha 


Our Shoes are on the floor. Your or- 
ders—sizes or samples—will be prompt- 


ly shipped. 


# aap Clark. Comsay 


SHOES , LEATHER- ie -mie o de A 
Seint Louvis,VU. S.A. 
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Fashion Has Focused Her Favor 
ON 


HENNA and 
TYRIAN BLUE 


in WEILDA Calf 


“T TERE is no mistaking the fact that the strong tide of popular 
fancy in women’s fine footwear is setting definitely toward 
suedes, in color. 


WEILDA, in HENNA and TYRIAN BLUE, is an an- 
swer to this current demand that meets the unqualified 
approval of those who must have not only authoritatively 
correct STYLE but a leather VALUE which will not 


disappoint in service. 


Specify WEILDA especially in the two shades 
featured here—if you wish distinctive new 
styles that catch and convince the trade, 
Mr. Retailer. 


RTE,  FPETTR, © WETTER, © WETTER, ) WETTER, © WHTHEER, GF) HUTETER, © FRPTERR. © VETRTER 
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“Lawrence Leathers are Reliable Leathers” 


A. C. Lawrence Leather Co. 
161 South St., Boston 


NEW YORK . CHICAGO ROCHESTER 
ST. LOUIS CINCINNATI GLOVERSVILLE 


WUVUAEEE ATLAS 
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EINSTEIN. 


SATIN 


The favored fabric for Fall 








Novel features in footwear will be 
presented this Fall—in the form of 
Satin. Black, white and colored 
suede leathers will also be used 


effectively with Satin. 





EINSTEIN SATINS are meeting 


manufacturer demand—dealer ex- 














pectation—customer requirement. 





J. EINSTEIN, INC. 


9 SPRUCE ST., NEW YORK 
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TOWERING 


Away up high in Durability, 
Style and Comfort, and still en- 
tirely reasonable in Price, is the 


LUNDIN SHOE 


This fine Men’s Dress Welt has 
proved a most unusual Trade 
Builder in the hands of a wide 
and rapidly widening circle of 
successful Merchants. 


The LUNDIN Shoe 
Is right all through 


LUND-MAULDIN Co. 
MANUFACTURERS 


SAINT LOUIS, U. S. A. 
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NE REASON Why “FASHION 

PLATE” Shoes Have Entree to the: 

Best Stores Is Because They Sell 
Readily to. Women Who Demand and 
Will Buy Only Distinctively Correct 
Footwear. 


This clientele is very profitable to any 
- store, and any store can attract this trade hdldity,y & sg 
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Johnson-Stephens  ., Ve el es 
& Shinkle Shoe Co. |i "\phg”4 


Manufacturers 


Saint Louis, U.S.A. 
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Wonderful Shoes 


for 
Wonderful Girls 


The Directoire Model 
Is Developed In All 
The Fashionable Fall 
Colors of Kid. 
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Yes, provided you get 
the work out quickly without the tre- 
mendous cost of hand work. 
By the use of Goodyear Welt Shoe Repairing 
Machinery you do satisfactory work, and that kind 
of work is the only kind that will bring you more 
business and big profits. * 
It is easy to get Goodyear Shoe Repairing Machinery. 
Drop us a card to-day and we'll tell you how to 
make good dividends in your repairing departments. 

Write to have plan sent you 
United Shoe Repairing Machine Company 


4 ALBANY STREET, BOSTON, MASS. 


30 Euclid Arcade 37 Warren Street 145. Essex Street 236 No. High Street 306 Broad Street 


Cleveland 


1 So. — Street 124 Main Street 87 Main Street 130 Mill Street 


New York Haverhill Columbus, O. Lynn 
11 Florence Street 


Johnson City, N.Y. Auburn, Me. Rochester Marlboro 


Chi 
1423 Olive’! Street 301 American Casualty 258 Fourth Street 221 No. 13th Street 216 Chartres Street 


St. Louis 
708 Broadway 
Cincinnati 


Bldg., Reading, Pa. Milwaukee Philadelphia New Orleans 
93 Centre Street 619 Mission Street 16 No. 2d Street 
Brockton San Francisco Harrisburg, Pa. 
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BROGUES—OH! BOY—SUCH BROGUES 


YOUR ORDER IN NOW MEANS YOUR ORDER 
OUT IN TIME FOR FALL BUSINESS 


Stock No. 587—Brogue- Last. Gallun’s 4 Norwegian 
Brogue Ox. Rawhide Slip Stock No. 679—Regent Last. Brown Cordovan 
Sole. Varsity Ox. Wing Tip. Sizes and Widths: AA, 7 to 11; 


Stock No. 693—Brown Pe mee Dig O 
Cordovan Ox. Rawhide 
Slip Sole. Sizes and 
Widths: AA, 7 to 11; A, 
B,6to11;C, D,5to 11. 


Stock No. 524—Brogue Last. Gallun’s 4 Norwegian 
Brogue Bal. Rawhide Slip Sole. 


Stock No. 642—Brown Cordovan Brogue Bal. Raw- 
hide Slip Sole. . Sizes and Widths: AA, 7 to 11; 
A, B, 6 to 11; C, D, 5 to 11. 


The Dalton Company, Inc. 


Men's Fine Shoes 
BROCKTON, MASSACHUSETTS 


M@ BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building Chicago: 1415 Great Northern Building 
BEREREBSHESBESBESERBEHBEHREBREEREHREHRERERERERBE RRR REHRERBeE SB 
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Descriptions and Prices 


No. 228—Bilack Glas Kid: 
10% -inch Welt, GRENADIER 
Boot, Imitation Tip, 2% leather 
Leouls Heel. Imitation collar, per- 
fleur-de-lis perforated 

last. 


cas D3 to 8..... 
No. 224—Brown Kid.....$9.50 


No. 210—Brown Novilla Kid 
8% inch English Welt, 1% inch 
— Heel, 88 last. 
AA A-3% to 8: : Bs 3 

to 8; C. D-2% to - 87.85 


No. 214—Glazed Regent Kid 8% 
inch ish Welt, 
_1% ine! 


AAA4% to 8; AA-4 to 8; 
43% to 8; B, O and D24 


No. 213—All Glazed 
Im: 


— Ss 


No. 212—Giazed Regent Kid 8% 
inch Welt, Tip, 1% Military Heel, 


@. 177—All Glazed Kid 8 inch 
ht Se py 1% inch 


Piece and extra 


BB tO D..-cccccccsess 
Add 30 cents for sizes 8% and 9. 


No. 219—Glazed Kid Vamp. 
Glazed Regent Kid .Top,.8 inch 
Pieate Welt, Sofshu. Tip, 1% 
inch Cuban Heel, Wingfoot, rubber 
top lift, 99 Inst. 
to 


A 
oe eH te 87.00 
Add 30 cents for sizes 844 and 9 


TERMS:—NET 30 DAYS 
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Descri 
No. 202—All Glazed Kid 8 inch 
Welt, Tip, 1% inch Military Heel, 
99 last. 
AA-4% to 8; A-4 to 8; B- 
3% to 8; C, D-3% to 8..$7.90 


No. 216—Brown Brasil Kid, 8% 
English Welt, 1% inch Military 


10% inch Welt, GRENADIER 
Boot, Imitation Tip, 1% inch 
Cuban Heel, Imitation collar, per- 
forated with fleur-de-lis perforated 
drop piece, 90 last. 
AAAS to 7%; AA-4% to 8; 

Cc 
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pe opsaccss SUMS 
Add 30 cents for sizes 814 and 9. 


No. 215—Glased 
Glazed 


Kid Vamp, 


42—Glazed Kid Vamp, Dutt 
maa Mac Tplexible’ Welt. 
common 
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FOOT POWDER 


Offered for sale 


by your Government 


Use It in the Shoes You Sell 
Sell It to Your Customers 


Every one of your shoe salesmen shakes away many a pound of foot powder 
in the course of a year—a sales expense. 

Every one of your shoe customers is a prospective customer for foot powder 
—a sales opportunity. 

Save on this selling expense. Profit by this sales opportunity. 

The low price at which this powder is offered should enable you to turn over 
a fair stock in a short time and at a handsome profit. 


Quick action is advised. 


Made to Government specifications 
by leading American Manufacturers 


724-D. 1499 cases, 200 tins to case, at Philadelphia, ~*~ 724e-D. 360 cases, 200 tins to case, at Philadelphia, Pa. 
724a-D. 122 cases, 100 tins to case, at Newport News, V a. 724f-D. 200 cases, 200 tins to case, at New Cumberland, 
724b-D. 75 cases, 200 tins to case, at San Antonio, Tex. Pa. : 

200 cases, 300 tins to case, at San Antonio, Tex. 724g-D. 150 cases, 200 tins to case, at Atlanta, Ga. 
724c-D. 285 cases, 200 tins to case, at San Francisco, Cal. 724h-D. 140 cases, 200 tins to case, at St. Louis, Mo. 
724d-D. 955 cases, 200 tins to case, at New York, N. Y. 724i-D. 1000 cases, 200 tins to case, at Schenectady, N. Y. 


_HOW TO ORDER 
Moines oe eso cn $1000 aes 100! to #2200, 2% 82 i501 OT 85000 4%, 85001 Fixed price, 2c per. tin 


Sales from $250 to $1000. net; 
to $10,000, 734% ; $10,001 to $25,000, 10%; $ 25,001 to $50,000, 15%; $50 is0,00 001 Lys 3 F 
Minimum selling unit, one case 


to $100,000, 20%; over $100,000, 25%. ORDER B 

Goods sold F.0.8. . points of storage. Orers should be sent to Depot. Qu ae 

master at the District Office controlling poin — must accom- 

pany order. Checks must be certified foe a. | pay 

master. Orders aa amounts ter than minimum selling unit will 

sidered and filled when — Following is list of Storage Points and Dis- 

trict Offices controlling 

STORAGE POINTS SEND ORDER TO uy ve 

Newport powe, Va. ee 

Schenectady, N. ¥ (eS “i ini, bi 
, . i > Mi 

Philadelphia, Pa. Te hg’? 

New Cumberland, Pa 461 8th Ave., New Ye York ay RE x 1 sll 

St. Louis, M . 39th S Il. f ; H) nary 


Stine ta, Ga Fort Mason, Sai Branctaco, Ca Ga. a j i den 
= . Eb Wipdencccusvcsduceseses may hy oo. . | j ‘ rn SS : Hi; hd al i 


| ; nag My UY | 
Surplus Property Branch ei” at sil 
OFFI OF THE : will ; 
QUARTERMASTER GENERAL HER 
Munitions Building Washington, D. C. 

































Sept. 18, 1920 BOOT AND SHOE RECORDER ae 95 




























\[FRexeneserece is ne (aa se ee 


ad >." ea? ” Cast ” .* * * . 
e : 
TITRA ree PATEL Umer HIMPPTU PL ee eee ELLE Peet LO Peet 

















We 






MUM) 
say j 


ill 









—— 








$12.50 





Style B0346R. 





Woman’s Blue Kid Welt Boot, 
made from the new shade of 
Blue Kid, Elite last, full 10- 
inch height, whole quarter and 
vamp, lace, corded tip, corded 
vamp, corded lace stay and col- 
lar, blind eyelets, 24-inch full 
Louis wood covered heel. 
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Also made with perforated vamp 
and lace stay in three-quarter 
fox and straight top patterns, at 
the same price. 


gu 





att 


This Boot can also be made from 
Maduro Brown, Camel Brown 
or Weasel Brown Kid. Also 
from Black Glazed or Mat Kid. 


Not carried in stock, but can be 
made and shipped in about 
thirty days from time order 
reaches us. 
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For the past few years women have been wearing black 
and brown footwear, and are now ready to buy “some- 
thing different.” 


With this thought in mind our designers present the beau- 
tiful Blue Boot shown herewith. 


Not a novelty, but a shoe that will be demanded and worn 
by fashionably dressed women. 


It is not carried in stock, but can be made and shipped in 
about thirty days from the time order reaches us. 


UTZ & DUNN CO. 


ROCHESTER « NEW YORK 
Branch Offices: 
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2 DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
t- 218 Charles Bidg. Bush Terminal Sales Bldg. 718 Story Bldg. 
‘\= TIGER & McNUTT 130-132 West 42nd St. G. C. McATEE 
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‘THERE are ordinary shoe fabrics— 

and then there are CASKO 
FABRICS. The difference lies in the 
technicalities of making—matching 
the shades of leather you are using— 
filling your orders according to exact 
specifications. 











Whether you are in need of cotton— 
worsted—silk—or satin fabrics, see 


CASKO FABRICS before finally 


placing your order. 


Send us samples of the leathers you are 
using—and we will be glad to match 


them in CASKO FABRICS for you. 








CASKO FABRICS CORPORATION - 


Manufacturers and Distribufors 


PHILADELPHIA, U°S:A: 
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Back of 
¢+Korrect Shape” 
Shoes | i 


is a plant equipped to render Service as the & 
Field & Flint Co. understand the word. And | 
our definition of service is 








“The willingness and intelligently directed 
effort to make the merchandise of the utmost it 


\ 


\ 
\ 


\ 


















oN use and value to the purchaser.” e 
The Statler : For more than sixty years ‘‘Korrect Shape”’ | | 
Last He. 999 shoes have been building substantial Shoe 










A graceful receding toe spring businesses for merchants who buy not 
ae now yc disp a - our 4 Se. | b * d 

salesmen in un's 26, un’s ~~ i 

saleamen in Gallen 626, Gellan's “ae shoes alone, but shoes and service. 
equipped with Goodyear Wing- 
foot Rubber Heels. 



















“*Korrect Shape’’ Shoes—‘‘Shoes You Can Sell” 


FIELD & FLINT CO. 


SUCCESSORS TO BURT & PACKARD COMPANY 
MONTELLO STA. BROCKTON, MASS. 
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“The development of any business 
enterprise depends upon bringing into 
action the greatest amount of ability 
and skill that is possible from every 
individual in the organization.” — 


eH He H 


To phrase this somewhat differently we would 
say that the united efforts of our employees 
have succeeded in building up a reputation 
amongst wearers of our footwear of which 


we are justly proud. 
~~ He SH 


They know from experience that every pair 
of our shoes they buy is well worth every cent 
they pay. Naturally the merchant who fea- 
tures our line will always get their business. 


es SF H 


When the trade-mark shown above is promi- 
nently displayed on cartons in your store— 
wearers who realize this means shoe satis- 
faction will not only come to you themselves, 
but will also bring in their friends to_buy 
whenever in the market. 


es FF 


A just return to workers means satisfaction 
in the factory; a just profit to the merchant 
means satisfaction in the store; and a just 
price to the customer means satisfaction 
during the life of the shoe. 


se He & 


In brief, our shoes, being thoroughly made, 
are always thoroughly sold. 























Che Harrishurg Shoe ditg. Co. 


of Rarrishurg, Pa. 
WOMEN'S SHOES MISSSS SHOES CHILDRENS SHOES 
OF VALUE 
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BIG DELEGATION OF SHOE 
TRAVELERS 

To Hear Warren Harding Deliver 

His “‘Business Platform”’ from 

Famous Front Porch at Marion, 

Saturday, September 25 

A committee of New England sales- 
men, consisting of the following, have 
in charge the pilgrimage of salesmen, 
traveling and business men of the shoe 
and leather industry to Marion on 
September 25. They are: Charles W. 
Morrill, President of the Commercial 
Travelers’ Republican Club; W. S. 
Briry, Secretary of the Commercial 





The shoe traveler whose photo 
appears in the circle this week is 
Thomas A. Mullen, recently of 
the sales force of A. J. Bates Co., 
who has joined the sales staff of 
D. Armstrong Co., of Rochester, 
manufacturer of women’s fine 
shoes. Mr. Mullen is traveling 
a territory which extends from 
New York to Nebraska. 











Travelers’ Republican Club; Louis A. 
Coolidge, Elmer J. Bliss, George J. 
Frolich, Herbert L. Simpson, S. L. 
Curry, President Boston Shoe Travel- 
ers’ Association, William Noll, Secre- 
tary, Boston Shoe Travelers’ Associa- 
tion, E. C. Johnson and James A. Par- 
sons, Executive Secretary. 

The special train leaves Boston, 
Friday afternoon, September 24, at 
3 p.m. daylight saving time. “Billy” 
Noll, Secretary of the Boston Shoe 
Travelers’ Association is right on the 
other end of the telephone, Main 3733, 
getting registrations. The cost of the 
trip is $76.92 including Pullman, and 
the train schedule is as follows: Leaves 
Boston Friday afternoon 3 p.m. day- 
light saving time; leaves Worcester 
4:15 p.m; leaves Springfield ‘5:35 p.m., 





arriving at Marion, Ohio, at 7:34 a.m. 
Saturday morning. 

Senator Harding will make his busi- 
ness platform address at 2,.p.m. The 
committee in charge desires to make the 
shoe and leather representation suf- 
ficient to occupy one entire train. The 
party will arrive back in Boston Sun- 
day morning. 

CONVENTION OF SHOE 
SALESMEN 


And Outing at Seashore 


Traveling representatives of Thomp- 
son Bros. Shoe Company were in annual 
convention in this city last week. 
Samples were inspected and sales plans 
perfected for the coming season. 

The following day the entire sales 
force, including office department heads 
and superintendents, spent the day at 
the Rhode Island Country Club as the 
guests of President Fitts of the con- 
cern. Those making the trip included: 
I. S. Macdonald, general manager; 
J. E. Small, office manager; E. F. 
Tilden, purchasing agent; H. S. Lewis, 
sales and advertising manager; Donald 
Atwood, , cost department; Fred 
Richardson, superintendent; Maurice 
Thompson, cutting room; G. S. Pitcher 
and H. C. Rasmussen, Illinois, Iowa, 
Kansas and Missouri; W. R. Rehkugel 

and Charles E. Becker, Pacific Coast 
States; J. L. Schlesinger and L. G. 
Russell, Arkansas, Louisiana, Missis- 
sippi, Oklahoma and Texas; J. M. Com- 
ings, Alabama, Florida, Georgia, North 
Carolina and South Carolina; H. T. 
Baldwin, Indiana and Ohio; W. S. 
Bacon, Minnesota, Montana, North 
Dakota, South Dakota and Wyoming; 
D. F. Quigley and A. F,. Campbell, 
New York State and Pennsylvania; 
Dave Davis, Chicago and St. Louis; 
C. E. Gunn, Delaware, Kentucky, 
Maryland, Tennessee, Virginia and 
West Virginia. All these representa- 
tives are now in their respective terri- 
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tories with the ‘‘Decidedly Thompson”’ 
line. ' 


CHICAGO SHOW SUCCESS 


So Says Editor of Official 
Publication 
Our National Shoe Exposition Stag 
and Banquet is now a thing of the past 
and will go down into history of the 
Chicago Shoe Travelers as a clean 
affair. There will be no necessity of 
asking you to remove your mask, as 
there was no stench produced. The 
Arrangement Committee can be justly 
proud of their program and the manner 
in which it was carried out. We are 
hearing only favorable comment by the 
great majority and our association we 
know feel proud of the whole. We 
understand it is difficult to please 
approximately our 500 members, and 
the only kicks that were registered 
came from members who are inactive. 
We would be very glad indeed to see a 
few of the so-called dormant members 
at our meetings and if they will only 
show the least inclination to take a 
more active part, we will cheerfully 
allow them to take complete control of 
our next affair and show us how to 
improve and please all. The visitors 
were very appreciative and all pro- 
claimed it a beautiful and successful 
event. The visiting ladies were ele- 
gantly entertained and we wish to 
express our thanks to their wives and 
sisters in putting in their time and 
carrying out their end of the program 
in such an able and pleasant way. To 
the Shoe Retailer and Recorder we 
wish to thank you for your able assis- 
tance which was thoroughly appre- 
ciated. We also wish to thank the 
Chicago Manufacturers and Jobbers. 
Cordially, 
The EDITORS. 

(Reprinted from August issue of the 
Chicago Shoe Traveler—a_live-wire 


paper.) 
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AFTER ALL-- 


Quality 
Is the Safest! 


Seock No. 50 Sine FM, Hiein Tes, +e 
at’s Paw Ru - In Stock, A to D. Stock No. 5—Black Kid % F ¥ ‘ 
Too, 188 Hed. Aten eae 


Keep well stocked on the kindszof shoes that have You are absolutely sure of selling shoes of this 
a constant demand regardless of season or any ‘yRSi even in unseasonable weather or when the 
public has forgotten the passing fad or novelty. 


CONSTANT COMFORT SHOES 


Are Made Exclusively From 


GENUINE BLACK GLAZED KID 


CONSTANTLY 
IN STOCK 


50 Styles 


Shall we make appointment for sales- 
men or send catalog? Write today. 
Stock No. 2—Kid Fox Polish, Stk. Tip, 9-8 


Stock No. 18—Black Kid, Plain Toe, Fox, 
Polish, 12-8 Rubber Heel. in Stock, B, 'C, D; Heel. In Stock, C to E. 
E. 


AULT- WILLIAMSON SHOE CO. 


Manufacturers 
Auburn Maine 
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Howard S. Schweitzer of Ziegler 
Bros. Goes with D. H. Chandler 
Shoe Company 

Howard S. Schweitzer, for many 
years star salesman of Ziegler Bros., 
Inc.,- Philadelphia, has now become 
associated as a member of the firm of 
D. H. Chandler Shoe Company, Brook- 
lyn, N. Y., makers of high-grade wom- 
en’s welts and turns. Mr. Schweitzer has 
for eighteen years been associated with 
Ziegler Bros. and started his training 
in women’s fine footwear under the 
personal instruction of the late Louis D. 
Ziegler, one of the pioneer shoe manu- 
facturers of the country. The story is 
told that in the early years, Mr. Ziegler, 
to test the young man’s metal, would 
say, “Howard, can you meet me at 
the factory tomorrow morning at 4 
o’clock?””. This young man would 
never be found to waver at any such 


HOWARD S. SCHWEITZER 


proposal, but Mr. Ziegler was content 
to have Howard breakfast with him, 
then go on to the factory and work on 
styles. This personal relationship con- 
tinued on until Mr. Ziegler’s death 
four years ago. From those early 
days until this, Mr. Schweitzer ad- 
vanced in ability and responsibility, 
and five years ago he was made a 
director of the company. For many 
years past he has led all his fellow 
salesmen and has continuously special- 
ized on style, trend and creation until 
he for some time has been recognized 
as an authority in this branch of the 
women’s shoe game. This is especially 
attested to by the fact that Mr. 
Schweitzer’s many customers are al- 
ways pleased to talk shoes with him, 
looking to him for enlightenment and 
advice. 


Regal Salesmen Leave with Spring, 
1921, Samples 


After an interesting and instructive 
two weeks’ convention at the factory 
in Whitman, Mass., the Regal shoe 
salesmen left on September 7 for their 
respective territories. F. V. Hill, 
agency sales manager, and every man 
present agreed that this season more 
than ever before ‘Quality’? must be 
the paramount factor in shoes. The 
Regal salesmen are glad to again be on 
the road calling on their many business 
friends with the Spring, 1921, shoes 
illustrating “Regal Craftsmanship at 
its best.” 

Regal Shoe Company salesmen and 
the territories they will cover for 
Spring, 1921, are as follows: 

A. M. Millican, Maine, New Hamp- 
shire, Northeastern Massachusetts, Ver- 
mont; C. S. Merrill, Southern and 
Western .Massachusetts, Eastern Con- 
necticut, Rhode Island; H. L. Kincaid, 
Northwestern New York, Northern 
Pennsylvania; E. M. Webster, Southern 
New York, Western Connecticut, North- 
ern New Jersey; W. E. Bolen, Eastern 
Pennsylvania, Delaware, Southern New 
Jersey; E. S. Bearce, Western Pennsyl- 
vania, Eastern Ohio, Maryland, West 
Virginia; T. T. Merrill, Virginia, North 
Carolina, South Carolina, Eastern Ten- 
nessee; R. R. Page, Georgia, Florida, 
Eastern Alabama; J. J. Gaffin, Illinois, 
Southern Wisconsin, Southern Michi- 
gan; L. S. Damon, North Dakota, 
South Dakota, Minnesota, Northern 
Michigan, Northern Wisconsin; W. T. 
Ohmart, Missouri, Iowa, Nebraska, 
Kansas; W. H. Duff, Arkansas, Okla- 
homa, Texas, Western Tennessee; C. E. 
Nelson, Northern California, Western 
Idaho, Oregon, Nevada, Washington; 
W. A. Van Degrift, Southern California, 
Arizona, New Mexico; J. L. Brevard, 
Western Alabama, Central part of 
Tennessee, Louisiana, Mississippi; W. S. 
Monckton, Indiana, Kentucky, West- 
ern Ohio; Robert Nichols, Colorado, 
Montana, Utah, Eastern Idaho, Nevada, 
Wyoming. 


Derr with A. G. Walton 


Claude A. Derr has joined A. G. 
Walton & Co. to cover the northern 
half of Indiana. For the past six years 
he was partner in the firm of Derr & 
Sandquist, Worcester, Mass., and also 
made quite a reputation for himself as a 
builder of retail shoe merchants’ asso- 
ciations. He was the active force back 
of the Worcester merchants’ Shoe Style 
Show, one of the first direct-to-the- 
public style shows in America. 

Mr. Derr reports in northern Indiana 
a corn crop of great size and the out- 
look for Fall particularly prosperous. 
The merchants in Indiana have a fair 
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stock of shoes on their shelves, says 
Mr. Derr, but are planning for an 
energetic Fall trade. 

Mr. Derr recently won a prize in the 
Standard Kid contest and is now out 
trying to win a few prizes in road 
salesmanship. 


ENGEL IN NEW YORK 


Also Executive on Styles, Lasts and 
Patterns for Plant Bros. Co. 


Arthur C. Engel for several years 
with Hanan & Sons, Brooklyn, N. Y., 
and who for the past three years has 
been designer for Plant Bros. & Co., 
Manchester, N. H., and under whose 
guidance the line has been graded for 
quality, will continue his work and 
responsibility of styles, lasts and pat- 
terns. In addition to this, Mr. Engel 
will cover the trade of New York City 
and Brooklyn this coming season. 


ARTHUR ENGEL 


His contact with the practical side 
of the factory and designing will be of 
great assistance to his customers. 
Mr. Engel is a good “mixer” and has 
many warm friends in the generak 
trade as well as that of the metropolis, 
who will wish him the best of success. 


Shoe Salesmen in Conference 


W. L. Douglas Shoe Company’s 
traveling representatives held their 
semi-annual conference at the factory 
last week with the members of the 
firm and heads of various departments. 
Superintendent Beckman addressed the 
salesmen, taking up details of the com- 
ing season’s lines. There were 31 
salesmen at the conference, all of 
whom are now calling on the trade 
with the Douglas line. 























It’s Your Deal— 


WE thought we had a good hand in last year’s “Big 
Nine,” but this year’s model is the Ace of athletic 
foot-wear. 

There'll be more Big Nine boosters than ever, for our 
latest improvement is just what athletes have long been 
looking for. We didn’t ask them—we just looked at their 
old shoes—and then we knew! 

As soon as you play your Big Nine trump card this 
year the trick is yours. The 1921 exclusive Converse 
feature is a sure winner. 

And don’t forget, when you’re ordering, to include com- 
plete sizings in “All-Star,” “Sure-Foot” and “Non-Skid”. 
Ther you'll hold four of a kind—a winning hand. 

Be ready for the biggest athletic season ever! 


It’s the Converse dealer who'll get the trade. 
CONVERSE RUBBER SHOE COMPANY 


Factory: Malden, Mass. 
Service Branches: 
New York—142 Duane St. Chicago—618-626 W. Jackson Blvd. 
Philadelphia—20 N. Third St. 
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ANOTHER BRENNAN SALESMAN 


Starts on Road with Two Selling 
Talking Points 


Robert W. Uniac, representing the 
Richards & Brennan Co., Randolph, 
Mass., left this week to cover his old 
territory of Texas, Oklahoma, Louisiana 
and Arkansas, accompanied by his wife. 
Next to his enthusiasm over his line, 
“Bob” Uniac has a wonderful way of 
interesting his customers in his two 
hobbies, golf and baseball, and maybe 
he isn’t afan. Mr. Uniac’is well known 
and possesses a fine personality which 
is assurance of his success. 


Wins Standard Kid Prize 


George A. Sherwood, who represents 
the Joseph M. Herman Shoe Company, 
159 Lincoln Street, Boston, Mass., in 
Iowa, Nebraska, North Dakota, South 
Dakota, Colorado, Wyoming, Utah 
and New Mexico, has just been awarded 
a $50 cash prize from the Standard 
Kid Manufacturing Company of Boston 
for the contribution of a paper on 
Kid Leather for shoes. 


Dudley with McElroy-Sloan 


Fred E. Dudley has joined the sales 
force of McElroy-Sloan Shoe Company 
and left last week with his line of 
samples for Spring to cover his new 
territory which will embrace Northern 
Kansas. Mr. Dudley has had many 
years of experience in retail shoe sell- 
ing, principally in Iowa, and, therefore, 
is qualified to take good care of the 
trade he calls on. He says he has sold 
many different lines of shoes to the 
consumer and knows a good shoe 
when he sees-it. Mr. Dudley goes on 
record also as saying that there will 
be more Masterbilts, Super-treds and 
Billikens worn next season in Northern 
Kansas than ever before. 


Now with Hamilton-Brown 


Nathan N. Levine is now on the 
road for the Hamilton-Brown Shoe 
Company, St. Louis and Boston, cover- 
ing Pennsylvania and western New 
York State. He is a graduate of 
Boston University Law School, class of 
1920, also served with the Harvard 
Naval Unit during the World War, 
where he played with the Harvard 
Service football eleven. He is a 
brother of Julius L. and Morris A. 
Levine of the Levine Leather Company, 
183 Essex Street, Boston, Mass, " 


Traveler Loses Brother 


Charles F. York, who resides in 
Oklahoma City, Oklahoma, and has for 
many years covered the Southwestern 
territory for E. T. Wright & Co., Inc., 
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writes to the factory with tidings of 
the sudden death of his only brother 
at Denver, Colo. The funeral and 
settling up of his brother’s affairs will 
cause Mr. York some delay in getting 
to his territory with the Just Wright 
line. 


I. J. Harwood Weds 


The many friends of I. J. Harwood, 
traveling salesman for the International 
Shoe Company, St. Louis, in Tennessee 
and adjacent States will be interested 
to learn of his wedding, which occurred 
September 2 at Memphis, to Mrs. 
Octa Oppenheimer. Mr. and Mrs. 
Harwood will be at. home to their 
friends after September 15 at 1385 
Agnes Place, this city. 


Dalton Company’s Traveling Men 


Representatives of the Dalton Com- 
pany, Inc., have their lines of men’s 
Spring samples packed in their trunks 
and are now starting out on their trips 
for the coming season. 

Following is the roster: George S. 
Dyer, New York and New Jersey; E. B. 
Slocum, Chicago, Wisconsin, Michigan, 
Minnesota; J. A. Warrender, Ohio and 
Indiana; C. P. Herrmann, Western 
States from Denver to the coast; 
W. K. Hopler, South Atlantic States; 
George W. Manson, Jr., Texas, Mis- 
souri, Kansas, Oklahoma and Arkansas; 
George J. Lovely, New England; C. F. 
Barstow, Illinois and Iowa; F. H. Foss, 
Pennsylvania and West Virginia; M. L. 
Clark, Tennessee, Alabama, Mississippi 
and Louisiana. 





McElwain Executives Meet 


National Sales Advertising Con- 
vention of the W. H. McElwain 
Company at Manchester 


The W. H. McElwain Company, 
large manufacturers of men’s and boys’ 
shoes, held a National Sales and Ad- 
vertising Convention in Manchester, 
New Hampshire, September 13th and 
14th. The factory headquarters are 
located in Manchester and general 
office headquarters in Boston. 

The convention was attended by all 
the executives of the company from 
Boston as well as by all the various 
factory executives throughout New 
Hampshire. The delegation from the 
Columbus branch, namely, The Mc- 
Elwain-Columbus Company, left Sat- 
urday, September 11th, and met the 
Chicago and Kansas City delegates at 
Cleveland. 

The entire attendance, including 
representatives of the three Boston and 


* New York affiliated houses, was about 


225 delegates. 
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West Virginia Notes 
FASHION OPENING HELD 


Charleston Shoe Retailers Co-oper- 
ate in Plan for Fall Display 


Interest of Charleston people cen- 
tered upon Capitol and Quarrier Streets 
September 16, when the show windows 
of merchants participating in the co- 
operative fashion opening were un- 
veiled. 

Arrangements for the co-operative 
opening were started in motion by the 
Charleston Association of Display Men 
at a recent meeting and all of the larger 
department, men’s furnishing and shoe 
stores took part in the event. 

Special efforts were put forth by the 
advertising and display managers of 
the stores and the show windows ap- 
peared at their best. In the windows 
of the stores along Capitol and Quar- 
rier Streets were displayed the newest 
styles of men’s, women’s and children’s 
footwear. 

The fashion opening was held Sep- 
tember 16, 17 and 18 and marked the 
revival of fashion display, an annual 
event which held interest until the 
beginning of the war when it was 
eliminated. 

Among the establishments which co- 
operated in reviving the fashion open- 
ing included the Diamond Shoe Com- 
pany, Frankenberger and Company, 
Schwabe & May and John Lee Shoe 
Company. 

All windows were unveiled on the 
evening of September 16, and were 
viewed by thousands and the stores 
were thronged by thousands the follow- 
ing three days, eager to see the dictates 
of dame fashion for the Fall and Winter 
season. 


WITH COLGATE FIRM 


Frederick W. King, of Clarksburg, 
W. Virginia, formerly traveling sales- 
man for the Barry Brothers Shoe Com- 
pany, New York city, has severed his 
business relations with that firm and 
has accepted a position with the Col- 
gate advertising crew, which at present 
is working in West Virginia. 


H. M. Bowles Will Cover State With 
the Bates Line 


Hollie M. Bowles, who has been 
representing the A. J. Walton Shoe 
Company of Boston, Mass., has re- 
signed his position with that firm to 
accept a similar one with the A. J. 
Bates Company, who manufacture a 
line of men’s dress shoes. Mr. Bowles 
will cover West Virginia with the Bates 
line, the change being effective Septem- 
ber 20. 
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Leather Trimmed Keds Stand 
the Hardest Wear 


All over the country, boys have found that 
leather trimmed KEDS are just the shoes they 
want. They suit the summer job—the vacation 
trip—outdoor sports and any knockabout wear. 
Cool, light and comfortable. These KEDS have 
the sturdiest fabric, resilient rubber soles, and 
leather reinforcements where the strain is most 
severe. 


Dealers find in this, as in all types of KEDS— 
ideal shoes to build up trade satisfaction. KEDS 
are America’s most popular fabric footwear. 
There is a nation-wide appeal for the KEDS line, 
which includes a shoe' for every person—a style 
for every purpose. A full stock of KEDS will 
guarantee every dealer a large amount of plus 
business. 


United States Rubber Company 
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Rubber oe 
The Market Situation - Prices and 
Style Information - Trade Notes 
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Rubber----Fibre or Leather 


Which Is Most Practical for Everyday Use? 


Ten years ago if the question was 
asked by a man: “Which is more 
practical for everyday use for soles, 
heels and counters, leather, fibre or 
rubber?”’ we would look at him sadly 
and say, “He may be all right in time, 
but the outlook is bad!” 

What a difference today! The lead- 
ing question which is being asked 
everywhere by shoe manufacturers is 
“Just how much abuse will rubber 
soles and heels stand and can they 
retain their shape during the life of 
the shoe®”’ Service tests are being made 
in all the large shoe centers, and within 
a very few months some very interest- 
ing figures will no doubt be ready. 


Ten Years Ago 


. To quote from the “Recorder,” 
dated Sept. 28, 1910: “The tennis 
business is moving along well. While 
few of the manufacturers are at present 
producing any of this line of footwear, 
the orders are coming in well.”” Note 
the use of the word tennis as applied 
to rubber footwear. Even then rubber 
shoes were designed for sport wear 
and were not in general use on the 
street. 


Progress Made Appreciably 


But times have changed and rubber 
shoes have progressed in manufacture, 
with the result that sport shoes are 
worn every day at business and while 
shopping. A favorite combination is a 
calf fore-strap upper and rubber soles 
and heels. This shoe is made in various 
colors and tonings to suit the customers’ 
fancy. Oftentimes as many as a dozen 
pairs of sport shoes are bought by a 
single customer, each one made differ- 
ently—in various colors—all equipped 
with rubber soles and heels. 


National Publicity Campaigns 


Educational campaigns by the larger 
rubber companies have created a de- 
mand for rubber soles and heels which 
has been recognized by shoe manu- 
facturers generally as good business for 
them. Neolin, Usco, Wingfoot, Slip- 
knot, O’Sullivan, Catspaw and Panther 
are names as familiar to shoe wearers 
as the name of the streets they live on. 








“BOOSTER BILL” 








All this publicity has started shoe 
manufacturers thinking and in a great 
many cases experimenting. 


Points to Remember 


The main points to remember about 
soles and heels are that first, they must 
not be porous; second, they must be 
flexible enough to give the foot play; 
third, they must have enough body to 
stand hard wear; fourth, they must 
retain their shape during the life of 
the shoe; fifth, they must be light 
enough to hold their stitching. 


Leather soles and heels have proven 
their practicability through years of 
use. Fibre is more or less in the experi- 
mental stage and has not met all the 
requirements of leather. Rubber is 
fast proving its adaptability for every- 
day use. Rubber heels are worn by 
the million every month. 


The Coming Demand 


Rubber soles are fast coming into 
pretty general use and shoe manu- 
facturers are featuring them in their 
advertisements. With the recognition 
of their value by wearers who make 
the demand, rubber soles and heels are 
being used more and more every day. 

The indication for the coming season 
is that rubber soled and heeled shoes 
will be worn more than ever before in 
the history of shoemaking. Fibre 
counter and soles will be used where 
requirements are not too exacting, while 
leather will be the standard for high- 
grade footwear for particular occasions. 


One Day’s Production 


At the big factories of the Goodyear 
Tire and Rubber Company, Akron, 
Ohio, 312,000 rubber heels were made 
in one day. This number of rubber 
heels would equip 156,000 people with 
“human shock absorbers’’ enough for 
more than three-fourths of the popula- 
tion of Akron. It required 250 workers 
to turn out these heels. For a _ long 
while newspapers have been talking 
under-production and it would seem 
that if a few authentic figures, such as 
shown here, were compiled from various 
industrial centers, the talk about. workers 
not working would quickly cease and 
the entire nation would soon be run- 
ning on an even heel. 
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“MAKES LIFE’S WALK EASY” 
‘TRADE -MARt 





BROWN, CHROME CALF, BEDFORD LAST, IN STOCK No. B140 








HIS shoe, shown in the Saturday Evening Post advertisement for 
September, is carried in stock for immediate shipment. Catalogue 
of this and other selling styles for men and women is ready to mail 

on request. 


Two complete distributing warehouses—North Abington, Mass., and 
19 South Wells St., Chicago, IIl. 


Salesmen are now on their territory, or ready to start, with samples of 
Spring models, and of shoes in stock for immediate Fall shipment. 


Write or wire for appointment with salesman in your territory. 





CONSTANT IN QUALITY—NATIONALLY ADVERTISED 


LEWIS A. CROSSETT CO, 
NORTH ABINGTON, MASS. 


New York Salesroom Chicago Branch Boston Salesroom 
606 Marbridge Bldg. 19 South Wells St. 58 Lincoln St. 


San Francisco Salesroom 
463 Pacific Bldg. 
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Improvement Is Gradual 


Sales of Leather.Are Small but Scattered and Make 
a Considerable Aggregate---Prices Con- 
tinue with Little Change 


It is apparent that some business is 
being done right along in supplying 
immediate needs, but buyers of leather 
are not inclined to purchase in large 
lots unless a price is made which they 
could not afford to decline. The matter 
of cost of production and replacement 
values does not enter strongly, into the 
discussion today as it is more a matter 
of waiting until leather is actually 
necessary and then going out to buy it 
on the best terms which can be secured. 
This has resulted in some tanners un- 
loading some of their holdings at prices 
which they did not care to in order to 
meet their obligations. 


Dividing the Loss 


It has been appreciated for some 
time that losses must be taken philo- 
sophically, and by being spread through 
the several branches of the trade from 
the retailer down to the tanner there 
should be a prospect of a fair distribu- 
tion. Inasmuch as shoe manufacturers 
have been pretty well cleaned out of 
their sole leather supplies they have 
been obliged to begin purchasing, and 
sole leather tanners have accordingly 
held more firmly to values of late. 

It is generally conceded that there 
are still largé supplies of old and Winter 
hides and skins throughout the country 
which tanners have not taken up but 
which must sooner or later be sold at 
some price. These are suitable for 
leather for medium and heavy shoes, 
and can probably be picked up at very 
low prices today. Hides and skins on 
the average are worth about a half, and 
in some cases about a third, of what 
they were a year ago. This condition 
has not been reflected yet in leather 
and shoe prices, and it may not, inas- 
much as the leather on hand was not 


made from hides and skins at such low 
prices. In the making of shoes there 
have been considerably changed condi- 
tions in the matter of overhead and 
other expenses incident to taxation, 
shorter hours and generally different 
conditioris. These extra expenses take 
away a good deal of the advantage which 
might be gained in leather on today’s 
market. 


Better Labor Situation 


The settlement of the labor dis- 
turbances in some of the Eastern shoe 
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centers is expected. to result in more 
active purchasing of leather supplies. 
It is generally conceded that in view 
of the widespread curtailment during 
the Summer sound values have not 
yet been established, but there is 
enough business in process now to indi- 
cate that leather values as a whole will 
be on a lower basis than during the past 
two seasons. If this should not be a 
sufficient starting point for action, 
that is to say, the placing of orders by 
retailers and wholesalers, it is difficult 
to understand just what more would 
be expected. 


Calf Leather 


Upper leather purchasers are finding 
the market still in their favor and this 
with the desire to sell is responsible for 
the difference in prices quoted. The 
most talked of prices in calf are from 

(Conlinued on page 109) 


CURRENT LEATHER AND HIDE MARKET QUOTATIONS 
Prices Under 1919 and 1914 Are for the Corresponding Week with This Year 


Sole Leather 


Hemlock sole, heavy No. 1 

Hemlock sole, seconds, mid............. 
Oak sole, No. 1 bends 

Oak sole, No. 1 backs, all weights....... 
Union steers, flat 

Union cqws, flat 

Offal, hemlock heads.................++- 
Offal, hemlock bellies 

Offal, hemlock shoulders 

MI TIEN o'6-5.655 0 ob 50.0 00 oc se 
Oak offal, heads 


Chrome, S. A. dry hide, 714 to 10 iron sides 


Chrome, green hide, 6 to 8 iron sides... . 


1919 1920 
Cents per pound 
56@ 
54@ 
96@1. 
82@ 
.84@ 
80@ 
10@ 
12@ 
30@ 
15@ 
18@ 
Cents per foot 
43@ 50 
—@ 50 


1914 


52@55 
50@52 
. 05 @— 
84@90 
80@82 
80@82 
14@15 
20@22 
32 @34 
19@20 
23 @24 


—@30 
24@26 
47@50 
45 @46 
—@44 


—@60 
—@60 


Upper leather quotations are not given, owing to the wide range of prices which 


depend on quality, grade and selection. 


Hides and Skins 


Heavy native steers.......... 
Heavy native cows 


Chicago City calfskins 


1919 
Cents per pound 
—@21% 46@ 
46@ 
40@ 
70@ 
45@ 


1914 
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Shoes For Women 
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Berry’s 


Salesmen are on their 
territories with the 
new lines for Spring 
1921. 
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FALL STOCK STYLES 
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COMPLETE IN THE DIVERSITY OF 
STYLES AND THE WIDE RANGE OF 
PRICES. 
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IMPROVED CUSHION SOLE 
SHOES, DR. A. REED, PAT- 
ENTEE, 1900, 1901. THIS IS 
NOT THE ORIGINAL DR. A. 
REED CUSHION SHOE PRE- 
VIOUSLY PATENTED BUT 
HIS LATEST INVENTION. 
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FAMOUS DAVIS 
NEW PROCESS 


Crumbs of Comfort A FLEXIBLE 
(Reg. U. S. Pat. Off.) CUSHION SOLE 
SHOES McKAY 
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No. 4058 


BROWN BOARDED CALF POLISH 
BOOT, 89 LAST, 1%-INCH HEEL. 
IN STOCK, A, B, C and D. 
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Can We Send You Our Spring In-Stock Catalog? 


A. H. BERRY SHOE COMPANY 


PORTLAND, MAINE 
BOSTON OFFICE _ 428430 ALBANY BLDG. 
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BRENNAN COMES OUT ON TOP 
ONCE MORE 


Championship of South Shore Goes 
to Randolph Team 


Five hits! Five runs! Some scoring! 
The big time circuit can take a leaf from 
the records of September 7 and see how 
Richards and Brennan shoe team put the 
Indian sign on the Commonwealth 
Shoe and Leather Co. team. Incidentally 
the championship series closed with a 
bang with Brennan the champions! 

No game is complete without an um- 
pire and a certain gentleman named 
Osgood who held the indicator on this 
contest ought to give himself a present 
of a self-winding alarm clock. Think of 
keeping 4,000 excited fans waiting for 
over three-quarters of an hour just 
because one’s watch doesn’t function! 
One doesn’t do these things today, you 
know! In some cities it goes on the 
police blotter as attempted suicide! 

For three innings, the little old ball 

game was as productive of runs as a 
modern apartment is of heat on a cold 
day. -Then something happened and 
the spell was broken! By a combina- 
tion of loose thinking, soft hitting and 
loosening of uncalled for nervous energy 
Brennan came up smiling in the fourth 
inning with two large juicy runs! They 
could have quit right then and called 
it a day, but just to make things cer- 
tain two more runs eased over the 
plate in the fifth and one in the eighth! 
All this time Commonwealth bit off one 
jonely run which was about as much 
use as a St. Lawrence canoe in the 
middle of the Atlantic Ocean! 

As usual an argument broke the 
spell which hung over the field! Markum 
and Connell called each other a few 
mames which Webster does not mark 
“for parlor use only’”’ and for a few 
moments it looked as though a regular 
time was coming! 

But when the management thought 
that boxing costs a good deal more to 
see than baseball, they decided to cut 
out the chatter aj once. Good business! 
That’s the way these days. A ball 





game is getting so respectable that one 
might as well go to a regular boxing 
match. 

Well, so be it! Brennan is the champ 
and the celluloid baseball bat goes to 
Commonwealth! Maybe they will 
meet again next year? Who knows? 





THE LEATHER MARKET 

(Continued from page 107) 
60 to 85 cents per foot. The best colors 
in full grain stock bring even more. 
Snuffed calf sales have been reported 
at from 50c to 65c; the better grades 
of suede in colors are still quoted at 
around $1 and more according to qual- 
ity and selection. 


Side Leathers 


More sales are reported on the 
various finishes of side leather, especially 
in colors which resemble calf and kid 
finishes. There has been more ac- 
tivity in combination tanned sides at 
prices ranging from 35c to 50c, accord- 
ing to tannage. The best selections of 
full grain range in price from 50c to 70c 
per foot. The best grades of elk are 
still quoted at 45c and 50c with the 
cheaper grades from 40 cents down, 
according to quality. Top grades of 
white buck are still held at 65 cents, 
with lower selections available for less 
money. Fair sized orders of side leather 
have been placed in the Eastern mar- 
kets during the past week. 


Glazed Kid 
There has been a better feeling in 
the kid market during the opening of 
the Fall season. Orders placed have 
not been individually large, but in the 
aggregate the purchases have been very 


satisfactory. This is accounted for. 


to some extent by the return of wom- 
en’s high boots in various styles. There 
have been sales reported to the foreign 
trade at higher prices than domestic 
manufacturers care to pay. The best 
selections in black have ranged in price 
at 80c to 90c and in colors from 90 
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cents upward, and above $1 according 
to the tannage and quality. 


Glazed Horse 


The call for glazed horse has been in 
keeping with the other upper leathers 
which go into the medium and fine shoes. 
The aggregate amounts to a con- 
siderable volume and the best selections 
of glazed horse are nominal at 50 to 55 
cents per foot, blacks about 5 cents 
less. 

The Sole Leather Situation 


There is little change in sole leather 
prices. Tanners continue to maintain 
a firm stand and it is felt that prices 
have reached as low a point as they 
will for this season. Dry hide hem- 
lock sole No. 1 is quoted at 50 to 54 
cents a pound. A year ago this week 
it was quoted at 56 to 57 cents. Oak 
sole bends for sole cutters and shoe 
manufacturers range from 88 to 95 
cents and backs 84 to 88 cents. Oak 
sole prices are higher than a year ago. 





Finders Plan Meeting 


Southeastern Association to Hold 
Regular Get-Together in New 
Orleans 


New Orleans, La., Sept. 14—On 
November 8-9, the Southeastern 
Leather and Shoe Finders’ Association 
will hold its regular meeting in this 
city. Members of the Texas District 
Association have been invited to attend. 
It is the intention of the association to 
have with them as many other jobbers 
from adjacent territories as they can 
induce to realize the importance of 
attending this joint meeting. 

Jake H. Wilensky, Chairman, care of 
H. Wilensky & Co., Atlanta, Ga.; or 
David T. Fidelson, Secretary, care of 
Empire Leather Company, Birmingham, 
Ala., will make hotel arrangements 
upon request. George A. Knapp, 
Secretary-Director of the National 
Leather and Shoe Finders’ Association, 
will be guest of honor. 

















GIDEON HOLBROOK 


one of the Regal master 

shoemakers who has been 

stitching Regal Shoes for 
8 years. 
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Choemaking 


OT merely for months, but for years have the 
AC Rega craftsmen been carefully building shoes 








for the world—shoes that are today, as they 
have always been, the pride of New England's great 
industry. 








OVER a quarter century's experience has taught the 
skilled Regal shoemakers that “‘a craftsman is not 
made in a day’""—they have learned why it takes years 
for a man to become a master of the trade; but it is 
the master who knows shoemaking. 


Copyrighted 1920 R. S. Co. 











Che New Regal 
In Stock Catalogue 
for Fall and Winter 


N this handsome, bound book is illustrated the complete 
Regal In-Stock line for the Fall and Winter of 1920 and 
1921. 


FORTY pages of illustrations tell a silent story of Regal expert 
craftsmanship—the wonderful results of the master molders of 
leathers and hides. Every shoe seems in itself to say, “J am 
‘shoe craftsmanship at its best’ '"—so exact is the design and 
workmanship on each model. 


WE WILL be’glad to send a copy of this book to any shoe re- 
tailer who is interested in securing the exclusive Regal Agency 

‘ in his town. A request on your letterhead is all that is neces- 
sary. 








The Regal Salesmen Are On the Road 


Sales Fooms 


CHICAGO SAN FRANCISCO NEW YORK CITY 
209 South State St. Cor. Fourth and Market Sts. 1369 Broadway 
1512 Republic Bldg. 910-912 Pacific Bldg. (at 37th St.) 

]. J. Gaffin C. E. Nelson E. M. Webster 


Dain Office Boston Wass. 
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we _—, Few works of science or art are handsomer or more enduring than a perfectly 
t LR. . . arched Bridge. As nothing else in the world, beauty combines with strength and 
$5 02y25%-4 PAY OF 2%, ; creates per ever p g to the eye—rendering service indefinitely. 





Don’t you realize that feet are 
the body’s arches—and _ that 
shoes are bridges for the feet? 





Disregard of this essential fact is losing customers for you 

daily. For nearly all foot troubles are caused by shoes 
fitted from heel to toe, too short for the long ARCH from heel to ball, 
held together by the “‘bowstring”’ of the foot. 
Ordinary footwear usually forgets this important cord. Shoes sold in 
your store today probably were fitted from heel to toe—compelling 
shoe and foot-arch to carry their loads assisted only by air. The shoe- 
shank soon breaks down, the foot’s forepart gradually pulls away from 
its heel. Under this continual super-tension, the fastenings of the vital 
“bo wstring” eventually must give way and the foot flattens out. 
At last men are realizing that shoes to fit properly, retain pleasing ap- 
pearance and give best value must perfectly fit the ARCH and stay 
fitted, so that, though other parts of the shoe be worn to pieces, this 
essential tread- ‘'base—the foot’s BRIDGE—always remains as true and Not t h e To e 


steady as the day it was first stepped upon. 
but the ARCH 
P RESERVED is what really creates comfort or dis- 


SHOES for M EN comfort in a shoe. When shoe-shank 


fits foot-arch perfectly and STAYS 
FITTED, a man’s toes will take care 
are the first and only shoes with double-anchored steel shank of aren : : 
embodying the scientific principles of bridge construction— That is why such a slender, aristocratic 
easily fitted and perfectly fitting from heel to ball. shoe as the ARCH PRESERVER 
Moulded up to the exact — of the inner arch of the foot is a patented, double- shown abo Lia 9 “ Ns craked 
anchored, steel shank—cradling the foot’s most delicate part in a snug, easy em- least bit of “pinching. 
=o that een ee and friction, and lengthens the life of shoe There’s a style for every preference. 
One of the greatest advances in shoe-making and shoe-fitting, it marks the in- 
ning of a better era in shoe values—an entirely new type of shoe and modeling 
of last, yet a regular shoe for regular feet—of which your customers will be 
quick to say, *““That’s the best fitting, best feeling, best looking, longest 
lasting] pair,of shoes I ever had_on my feet!” 


Send for Catalog and Prices. 


E. T. WRIGHT & COMPANY, INC., Rockland, Mass. 
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Says Material Prices May Go Higher 


Trade Summary, Making This Prediction, Put Out by Lynchburg 


The following trade summary is 
being distributed by the Craddock- 
Terry Company of Lynchburg, Va.: 

“We submit for your consideration 
a summary of our analysis of the Shoe 
and Leather situation at this time and 
an outline of our policies for the coming 
season which we are putting into effect 
on this, the Ist day of September. 

“‘As is well known to you, the condi- 
tions in our trade at present are more 
complex and in some phases more un- 
certain than they have been at any 
time during recent years. A correct 
analysis of ‘Cause and Effect’ and an 
accurate forecast of the near future is 
of vital importance to every one con- 
nected with the trade. As you will re- 
call, for the past two seasons we have 
emphasized our opinion that prices of 
leather and shoes, as well as other 
commodities, were too high and that 
some decline was inevitable; and that 
while no one could predict to what 
extent or when such a decline would take 
place we advised our customers to 
buy conservatively, so as to be in a 
position to adjust their business prompt- 
ly to lower prices with as little loss as 
possible. Those who have followed 
our advice (as we believe most of our 
customers have) have reason to be 
well satisfied with the present condi- 
tions. The decline in hides and skins, 
which set in about June 1 and has 
continued up to this time, was directly 
due—not to an abnormal supply of 
raw material, but primarily to other 
causes which were recited in detail in 
our letter to you of June 7, and with 
which you are more or less familiar. 

“Having booked our Fall business 
practically to the capacity of our fac- 
tories for the season prior to that date, 
we had, in a large measure, owing to the 
difficulty of securing suitable supplies, 
bought our leather to cover the orders 
we had accepted. Notwithstanding 
the fact that the shoes which we had 
sold then represented good values and 
were as.low as they could be produced 
at that time, we concluded that—in 
view of the decline in raw material and 
the probability that leather prices 
would gradually work down—we would 
make a general reduction of our prices 
on certain light leathers which were 
affected by the market conditions and 
applied the same to all Fall orders which 
had been shipped up to that time 
and those which have been since filled. 


Manufacturer 


Our “trade, as a whole, accepted our 


course as being both fair and liberal . 


and have‘co-operated with us to the 
extent that our shipments for the Fall 
season to September 1 are the largest 
in the history of our business and 
show a gain over the corgesponding 
period last year for our combined 
business of over $3,200,000, and we 
have been enabled to keep our factories 
going at an increased production for 
the whole period, while many, if not 
most of our competitors have been 
operating for the past three months on 
an average of not more than 50 per 
cent capacity. This is extremely 
gratifying, and we want to thank you 
and every one of our 15,000 customers 
for your co-operation, which has en- 
abled us to achieve such exceptional 
results. 
The Future 


“‘Hides and Skins are low, because 
tanners—in the face of an exceedingly 
dull leather market—have absolutely 
refused to buy raw material, and have 
pursued the policy of reducing their 
output by something like 50 per cent. 
Shoe manufacturers have bought little 
leather because, as a rule, they had suf- 
ficient supplies to cover business pre- 
viously booked and new business has 
been so meagre as not to warrant addi- 
tional purchases. The result, as you 
see, has been a neglected market— 
both of raw material and finished 
leather—for the past three months. 
As a matter of fact, there has been so 
little actual trading that sound values 
have not yet been definitely established. 
There has been enough business, how- 
ever, to indicate clearly that prices for 
the Spring season of 1921, upon which 
we are now entering, will be materially 
lower than they have been for the past 
two seasons. A large part of the trade 
are hesitating and waiting. We believe 
in action. 

“‘Our opinion is that the market today, 
in view of the abnormal strain to which 
it has been subjected for the past three 
months, furnishes or will furnish within 
the immediate future a good trading 
opportunity to the manufacturer who 
has the money and the nerve to go in 
and buy leather and supplies in sub- 
stantial quantities. We believe, also, 
that it is fortunate rather than un- 
fortunate that the present condition 
affords an opportunity for a readjust- 
ment of shoe and leather prices from 


the recent, inflated peak prices brought 
on by war conditions; and that from 
now on the shoe manufacturer and 
dealer can make his plans and pursue 
his operations upon a much sounder 
basis of values than has been possible 
for the several previous seasons. In 
other words, we believe that values, 
are now settling upon a sound basis: 
and that the next movement in the- 
primary markets—raw material and 
leather—is more likely to be upward! 
than downward. 


“Many manufacturers appear to be 
unwilling to readjust their prices to 
the present level, seeking by a process 
of averaging the cost of the higher 
priced material on hand with what they 
will have to buy at lower prices, thereby 
saving themselves some of the loss of 
meeting at this time the lower level of 
prices. We have given this whole sub- 
ject very careful consideration and have 
concluded that the wisest course to 
pursue is to take our medicine at one 
dose, and at this time, and to put all 
of the merchandise which we now own 
down on a basis of what it can be 
bought for, and figure our shoes strictly 
on replacement cost. In doing this, our 
judgment is that we are offering you 
shoes at prices which will immediately 
command your confidence and enable 
you to place yours orders—both for 
immediate use and for the Spring sea- 
son—in conservative quantities — with 
safety. Some contend, and with con- 
siderable force, that with a revival of 
business this Fall and anything like 
normal buying, the hide and leather 
prices will advance from their present 
level. This is not an unreasonable 
contention. If there should be im- 
mediate and free buying, we believe 
prices would have to be higher. There 
are, however, still many adverse condi- 
tions which may have a tendency to 
keep prices steady; but we do not see 
that there is any reasonable probability 
of a futher decline in the raw material 
markets. 

“You can place your business with 
us with confidence that our present 
prices are at the bottom and, in any 
event, that we will follow the market 
closely and give you every protection 
which a large business with ample 
capital and able management can 
afford. Our salesmen start out this 
week with their new line of samples 

(Continued on page 131) 
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No. 587 
Medium Shade Tan 
Calfskin 
Wing Tip 
Rubber Heel 


Bates Styles for Spring 


HESE two selections from the samples in our 
Spring 1921 line give a hint of the intrinsic 
value and attractiveness of the complete collection 
now being shown on the road by Bates salesmen. 


We look for excellent sales of these Spring goods. 
We have left nothing undone to make the shoes 
salable and profitable. Already our salesmen are 
getting gratifying and significant business. 


Recent upset conditions in the Trade have been 
no bar to our industrious designing of new ideas for 
the coming season. In shapes, in patterns and in 
leathers we have produced styles that are bound to 
attract by their newness and pleasing boldness. 
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No. 563 
Medium Shade Tan 
Calfskin 
Perforated Vamp 
All-Leather Heel 


Merchandise from now on, in ‘retail stores, calls 
for keen discernment in picking shoes. Bates Shoes 
for Spring offer dealers the best opportunities for 

successful merchandising that we have - seen--- 
and it’s part of our business to know our com- 


petition. 


As usual, these Spring styles exemplify the 
permanent Bates policy of highest value at moderate 


price. 


A. J. BATES COMPANY 


Central Distributing House, 33 SOUTH WELLS ST., CHICAGO, ILL. 
General Offices, WEBSTER, MASS. 
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MENIHAN— ROCHESTER SHOES IN STOCK 


In-stock styles that represent the demands for live, up-to-date merchandise 
for ‘‘at-once”’ business. We are stocking each item heavily and will do our 
utmost to give our customers the benefit of prompt shipments of their 
esteemed orders as received. Best values for the least money. 


Style B 287—Havanak Brown Kid Style B 389—Mahogany Calf Brogue Style B 286—Glace Kid Lace. AA, 
Lace. AA, A, 5-8; B, 4-8; C, D, 3-8. Boot, Relay Welt. A,5to 8; B,4to A, B,4-74%; C, D,3-744. Goodyear 
Goodyear Welt $8.25 8; C,3to 8; D,3to8 $6.50 Welt $7.50 


Style B 290—Chocolate Brown Calf Style B 387—Brown Novilla Kid Lace. Style B 386—Glace Kid Lace. B 
Lace. AA, A, B, 4-734; C, D, 3-744. A, B, 4-7; C, D, 344-7. Relav 47%; C, D, 344-7. Relay Welt 
Goodyear Welt $7.50 Welt. $6.50 $6.50 


The Menihan Co. r"wenes Rochester, N. Y. 
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CARNIVAL A DISAPPOINTMENT 


Retail Sales Fair But Not Up to 
Expectations 


As the Elks’ round-up and carnival 
supreme, held in Milwaukee from 
September 4 to 10, furnished an ad- 
mirable occasion for initial announce- 
ments and showings of boots and shoes 
for Fall and Winter, so did a lavishly 
decorated downtown business section 
furnish an exquisite background for 
some beautiful and artistic initial win- 
dow trims featuring the new styles. 
The quality of trade during the car- 
nival was excellent, while the volume 
was satisfactory, but hardly up to ex- 
pectations. The jollification of six days 
was too distracting, from a retail trade 
standpoint, for any decided benefit to 
accrue to merchants. 


FALL STYLES ON DISPLAY 


Fall does not actually begin, by the 
calendar, until the middle of the coming 
week, but to all intents and purposes, 
Autumn is here. One need only survey 
the windows of the specialty shops and 
department stores to be impressed with 
the fact that Summer is dead and gone. 
Ladies’ boots and high shoes for men 
have made their appearance for the 
first time since early Spring. While 
the boot predominates in the displays 
of .women’s shoes, pumps and oxfords 
also are being shown in large numbers, 
together with spats and woolen hosiery 
as suggestions for cold weather wear. 
Several shops are showing spats with 
fur-edged tops and some other novelties 
which are decidedly attractive. 


Men Favor Boots 


After a Summer season during which 
the demand for men’s shoes failed to 
come up to expectations, the advance 
showings of men’s boots are creating 
more than usual interest here. While 
oxfords were not purchased by the men 
in any considerable volume until deal- 
ers started to slash prices, stocks were 


Milwaukee 


fairly well cleared out. So far the men 
of Milwaukee have not been partial to 
oxfords and spats with woolen socks 
for cold weather, and judging from the 
displays being made of men’s shoes at 
this time, no determined attempt to 
make this style of apparel the rule 
rather than exception seems'to be in the 
mind of the local trade. Stores dealing 
in men’s shoes exclusively are displaying 
high shoes, with only a sprinkling of 
oxfords. 

One reason for this predominance of 
high shoes for men doubtless is that 
dealers are trying to get away from the 
impression left by the deep cuts made 
in recent months to move low shoes 
promptly. The same might be said of 
women’s shoes, but the fact is that the 
new goods offer so many decided novel- 
ties that high and low shoes can be of- 
fered indiscriminately and still have a 
powerful attraction, regardless of the 
recollection of slashed prices. 


Optimistic Signs Noted 


The manufacturing situation in Mil- 
wankee remains about unchanged, al- 
though encouraging signs are noted 
nearly every day. As the retail trade is 
getting into the heart of the new season, 
merchants seem less disinclined to order 
new goods. Some cancelled orders are 
being reinstated and some new business 
is being placed, but transactions lack 
the volume to which factories have be- 
come accustomed in the last two or 
three years. 


Medium Grades Displayed 


The general situation is improving 
slowly, especially in regard to the will- 
ingness of the public to enter the mar- 
kets for wearing apparel. The cut-rate 
wave is past, and new goods of all kinds 
being shown in local specialty shops 
bear prices at least as high as last sea- 
son. However, it is to be noted that 
dealers are not putting the top qualities, 
which carry top prices, into the front of 
the window. By judicious use of me- 


dium qualities, at medium prices, the 
impression actually is being created 
that values are lower and men as well 
as women are more willing to buy. 
Consistent efforts by merchants to 
show the public the folly of expecting 
lower prices when the labor item is 
steadily mounting has had the effect 
of overcoming the persistent idea of 
recent months that the cost of living 
would drop with a crash. 


Bush & Weldon Capital 
Increased 


The capital stock of the Nunn, Bush 
& Weldon Shoe Co., 1110 Fifth Street, 
Milwaukee, has been increased from 
$2,000,000 to $4,000,000, according to 
amended articles filed in the office of 
the secretary of state. The increase is 
not significant of contemplated factory 
expansion, but to cover the expansion 
of the business and factory and ware- 
house additions made last Spring. 


Nunn, 


Shoe Company Has Glee Club 


The Harsh & Chapline Shoe Com- 
pany, 694 Hanover Street, Milwaukee, 
believes in harmony among its em- 
ployes as well as between the company 
and its workers. Consequently there 
has been organized among them a glee 
club with seventy-five voices under the 
direction of H. F. Getzlaff, employment 
manager. The Community Service is 
assisting in getting the new organiza- 
tion under way. Mr. Hetzlaff hopes 
to have a chorus of one hundred. 
Weekly rehearsals are held in Juneau 
Hall of the Auditorium, and a public 
concert is planned for some time in 
October. 


Nursery Is Feature of Children’s 
Department 


Some notable ideas in boot and shoe 
selling are being planned by Cohn 
Bros., retail shoe dealers, 305 Main 
Street, Kenosha, Wis., in remodeling 
the two upper floors of their building, 
possession of which will be given Feb - 
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Where toBuy 


Women’s Shoes 






















E. A. & M. C. Witherell Co. 
Manufacturers 
Women’s Turn 
Boots and Slippers 
Haverhill, Mass. 
ar Office 
147 Lincoln St. 








BARNETT SHOE CO., Boston 
Immediate Delivery 
Black Kid, Flexible McKay, 9-inch $4. 15 
Military Heel Boot. . . -- - 5. 00 
Samein Brown... +++: > 
Sizes 3 to 8—B Wide 
Terms 2% 10 Days 





COMFORT SHOES 


Black Cab Turn Julietts, 
Rubber Heei, $1.85 
Same in One Strap Sandals, $1.80 
Terms: 2% 10 days 


BARNETT SHOE CO. 


110-112 Summer St. Boston, Mass. 
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HAR i MAN SHOE COMPANY 


HAVERH 





COLLINS & STAPLES 
Makers of 

HAND TURNED LOW CUTS 

Alpha Strap. Made 


in Polar Cloth and 
All Leathers. 


Cogan, 118 Phoenix Rew 
Haverhill, Mass. 


SIXTY STYLES OF 


COMFORT SHOES 
IN STOCK 
Juliets, Oxfords, Bals, Polish, Sandals, etc., 
women’s Flexible Weits and warm lined 
shoes, men’s 
TIMSON BROS., Inc. 
620 Atlantic Ave. Boston, Mass. 


Boston Office 
110 Lincoln St. 






















TSSSSSSTSHSET SSSA E Se eee Re eeeeeeeseeeeeeeeeee 


PHILLIPS-CRAM “=. 
Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass. 
Boston Office 
207 Essex Street 


DO YOU KNOW? 


that you can buy it—or 
sell it—through the 
“Where to Buy” columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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ruary 1. The second floor will be made 
a special children’s department, with a 
nursery, playground, etc. The third 
story is planned as an exclusive wom- 
en’s section, in which the novelties and 
fancy goods will be displayed and fitted. 
An elevator will connect all floors. 


New Firm Incorporated 
The Reedsburg Co-operative Com- 
pany has been incorporated at Reeds- 
burg, Wis., with a capital stock of $150,- 
000 to take over the business of Siefert, 
Horkan & Verthein, proprietors of The 
Daylight Store. The new business will 
be conducted on the so-called Rochdale 
plan, which is working out successfully 
in many Mid-Western communities. 
The former proprietors of the business 
will be identified with the new company. 
Individual holdings of capital shares 
will be limited so that the largest num- 
ber of persons possible may participate 
in the ownership. Riley Stone has been 
elected president, and Edward Donahoe, 

secretary. 


Plant Size Increased 


The L. L. Imig Boot Shop at She- 
boygan, Wis., has increased its floor- 
space about 33 per cent by taking over 
the area until now occupied by the 
Arthur Imig Dye Works. Additional 
fixtures and furniture have been in- 


RETAIL BUSINESS LIGHT 


Fall Buying Starts But Has Not Yet 
Shown Big Volume 


The public is beginning to buy its 
Fall footwear in St. Louis, but very 
naturally the buying has not reached a 
particularly heavy volume as yet, be- 
cause of the weather which is still 
Summer-like, with a temperature and 
humidity that is far from suggestive of 
Fall. In consequence the buying in the 
retail stores divides itself into two classes, 
the actual needs of the public and 
general and the style or novelty demand 
of those who aim to be the leaders in 
appearing with the new season’s ap- 
parel. 

The buying of style goods is bringing 
out the fact that although the public 
seeking this merchandise is inclined to 
grumble at prices the wanted footwear 
is taken in the end at the price asked. 
Most of the St. Louis retail stores are 
pretty heavily stocked with footwear 
which has been carried over and this, 
coupled with the advance Fall orders 
placed during the Spring months, even 
though in light quantities, is leading the 
retailers to buy but little at present, 





St. Louis 
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stalled. The Imig Shop features the 
Julia Marlowe line of ladies’ boots and 
shoes. 


Gives Credit Reports on Metered 
Basis 

The Retail Credit Bureau, operated 
under direction of the Retail Division 
of the Milwaukee Association of Com- 
merce, has announced to all members 
several important changes in the con- 
duct of the department. A short time 
ago unlimited service was discontinued 
and metered service adopted in con- 
formity with actual costs. The per- 
manent arrangement now in effect is 
that for each membership held by a 
firm it is entitled to 50 credit reports 


- for the $25 annual dues, and each call 


in excess of 50 will be charged at 30 
cents. To compensate for the increase, 
each member is now allowed a credit 
of 15 cents for each report furnished 
to the Bureau upon request. Members 
are asked to clear all credit information 


' through the Bureau instead of giving 


information to each other by telephone 
or to merchants not members of the 
Association of Commerce. In this way 
the requests for credit information by 
the Bureau will increase and members 
will be called upon more frequently 
than in the past, earning credit to offset 
the metered service charges. 


other than the limited quantity of 
novelty designs regarded as necessary 
to sweeten the stock for the new season. 
These novelties are being put out at 
about the same range of prices which 
have prevailed in the past with per- 
haps a very slight shortening of the 
profits. 


Some Price Concessions Made 


On the staple goods and the lines 
generally which were carried over the 
prices show concessions made to meet 
the situation, though it cannot be said 
that these concessions are equal to 
what the public has shown a disposition 
to expect as a result of the clearance 
sales which began early in the Summer 
season and which have more or less 
disrupted business during the past few 
months. 

Inquiry made among the St. Louis 
retailers the past week showed that the 
retailers of the higher grade footwear 
were, except on the newest novelties 
of the season, making their prices $1 
to $2 lower than last season. On the 
high grade goods carried over and still 
in style about the same or a little 
greater reduction is shown, while a con- 
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siderable number of medium price lines 
are being presented, either: through 
new purchases or through utilization of 
carried-over goods, on which the por- 
tion of the public in search of price 
concessions can center their desires. 

The Fall trade, so far as volume of 
purchases is concerned, has not pro- 
gressed far enough to get a complete 
line on the outlook, but up to the pres- 
ent time such buying as has been done 
seems, according to the best informed 
retailers, to indicate that the public 
will buy what it needs and wants, even 
though it does shop around more than 
heretofore. In consequence, retailers 
at present are anticipating a satisfactory 
Fall season which will enable them to 
clear up their stocks carried over and, 
through reduced buying of new goods, 
put their inventories in better shape 
than they have been. 


FACTORIES FAIRLY BUSY 


Plants Manufacturing Staples Are 
Working to Capacity 

Factory operations in St. Louis are 
continuing at a fair level, but are being 
confined to orders on hand or reasonably 
safe goods for stock. But stock goods 
are not being put through in quite the 
same volume as in past seasons, and in- 
stock departments are playing con- 
siderably closer to the demand from the 
retailers than for a good many seasons. 
Reports from the traveling salesmen 
continue to show interest on the part 
of retailers in new style numbers, but 
the orders are not extremely large in- 
dividually and caution generally is 
being observed in pretty nearly all 
sections of the St. Louis trade territory. 
The new colors are being ordered rather 
sparingly and the manufacturers are 
not at all sorry for this as supplies of 
leather of the new hues are not at all 
prompt in coming through from the 
tanners. 

The plants operating on staple lines, 
work shoes, children’s shoes, etc., are 
working up to their labor capacity and 
are reported as not in position to take 
on any great amount of new business 
except on deferred delivery basis. The 
specialty plants and departments are 
not behind with their orders and this 
means that they could take on more 
business than is now being sent in. 
General reports from the salesmen 
show the various sections to be in good 
shape agriculturally and financially. 


ASSOCIATION OPENS FALL 
SEASON 
Merchants Have Dinner Dance and 
Hear Addresses 
The Shoe Retailers’ Association opened 
its Fall season with a dinner dance 
at the Bevo Mill, Wednesday, Septem- 
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ber 8, at which the attendance, includ- 
ing the women guests, was approxi- 
mately one hundred. The evening 
proved a most enjoyable one with 
trade matters rather generally given 
the go-by because of the presence of 
the ladies. At that there were talks 
made by Harry Vinsonhaler, head of 
the St. Louis organization of whole- 
salers and manufacturers, Beverly D. 
Jones, style expert of the Roberts, 
Johnson & Rand Branch of the Inter- 
national Shoe Company, and C. H. 
West, of the Shoe Specialty Manu- 
facturing Company, all of whom, while 
touching in some degree on trade and 
style conditions and organization work, 
kept pretty well away from trade sub- 
jects. President Arthur E. Ebbs, as 
usual, presided at the dinner, which 
was the first of the season and had 
been arranged for by a special com- 
mittee. Dancing was indulged in 
after the discussion of the menu and 
the short talks of the speakers, the 
party breaking up about ‘midnight. 
The next dinner of the association will 
be had October 13, and with it will 
open the usual series of business and 
trade talks and addresses. 


New Plant Planned by Juvenile 
Shoe Corporation 


The Juvenile Shoe Corporation, of 
St. Louis, operating several factories 
engaged in the production of children’s 
footwear, has completed arrangements 
for the construction of a new plant at 
Aurora, Mo. The building will provide 
about 10,000 square feet of floor space, 
will be of mill construction and will 
cost before equipped about $60,000. 
The capacity of the plant will be about 
1,000 pairs of stitch-downs daily and 
will supply much needed facilities to 
meet the demand which the company 
is experiencing for its goods. The ar- 
rangements for the new plant were com- 
pleted recently, with the commercial 
club at Aurora, by B. B. Scheurer, 
secretary-treasurer of the Juvenile 
corporation. 


Men’s Shoe Department Moves 


The completion of the new addition 
to the building of the Stix, Baer & Fuller 
Dry Goods Company at Seventh 
Street and Washington Avenue has 
enabled the return of the men’s shoe 
department to approximately its for- 
mer location, a more convenient spot 
for. the attraction of men’s trade. The 
space which has been allotted to the 
men’s department is considerably larger 
than was occupied in the building which 
was razed to make room for the new 
one and it has been handsomely fitted 
up for its purpose. The new season’s 
stock has been installed and special 








Where toBuy 


Women’s Shoes 

















The Westcott- 
Whitmore Co. 
Syracuse, N. Y 








Home Case 


PRINCESS—in Stock 

Glazed colt, flexible 

McKay, Stock No. 700 

$2.95. Write for - 

phlet showing other in-stock comfort nu rs. 
BRANDAU SHOE CO., Detroit, Mich.' 








: ABBOTT SHOE CO., No. Reading, Mase. J 


yIN-STOCK 








FERN & POOR CO., Inc. 
Manufacturers 
Newburyport, Mass. 


Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 








ALGIER SHOE MFG. CO. 
e Ap 
PANE wENnVORR 


Highest Grade Women’s Shoes, Turns and Welts 
138 Broadway, Brooklyn, N. Y. 








The “Spartan” Shoes 


fe 
Girls of “All Ages 
The Acme of Perfection 
Carried in Stock 
Send for Our Catalogue 


Bacon-Rollins Co. 
Factory: Lynn, Mass 








“Fernco-Quality” Comfort Shoes 
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Where toBuy 


Men’s Shoes 




















OR. MEN 
who care to dress 


well ‘= > = 


TDBARRYCO 


Brockton, Tass. 











Gentlemen’s 


Shoes 


A.E. Nettleton Co. 


SYRACUSE, N. Y. 

















MAKERS 


(P) M.A PACKARD COMPANY 





BROCKTON 
Qewerer = 12cm erones omns-sem 
THE 
JOHN RPHY 
HOE 
cage" = [er 












































Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


BROCKTON, MASS. 
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efforts are now to be made to increase 
the trade of the department, now that 
it is permanently located. 


Big Space Advertising Campaign 


Hutcheson’s, the exclusive shoe store 
for men, which has made a name for 
itself by the character of its advertising 
and the large space used, has been 
celebrating the past week the twentieth 
anniversary of the establishment of 
the men’s division of the business, the 
handling of women’s footwear having 
been abandoned some years ago when 
Mr. Hutcheson ceased to look after 
Walk-Over interests in St. Louis. In 
announcing the anniversary sale and in 
pressing it forward, full page advertise- 
ments have been used, headed with 
pen and ink portraits of John A. Hut- 
cheson, the head of the business, and 
his assistants, including George A. 
Palmer, A. H. Griffith, J. L. Werre, E. 
Drake, J. H. Grote, Fred R. Smith and 
Vincent T. Herbers, all salesmen in the 
store at 712 Olive Street which is one 
of the most handsomely fitted men’s 
shoe stores in the country. Incidental 
to the anniversary sale a special line 
was put on at $9.50 per pair, but the 
high grade lines and the service ren- 
dered were not in any degree overlooked. 
Service was especially emphasized in 
the advertising, the average of the men 
named being fifteen years in shoe sell- 
ing. 


Costs Being Watched Closely 


St. Louis manufacturers are keeping 
their men on the road closely advised 
as to price changes and cost sheets are 
being revised more carefully and more 
frequently than ever before. The re- 
visions which are being made do not 
show any very great changes in either 
direction, some being advances and 
some reductions and all being based on 
the leather costs as they develop from 
time to time with the different material 
purchases as they reach the factory. 
Generally speaking, however, the cost 
sheets show that the average of prices 
is indicating no disposition as a whole 
to advance, the increases being almost 
entirely on the novelties that are being 
put out as special attractions to re- 
tailers. 


ADVERTISING CAMPAIGNS 


START 
Some Bargains Offered—Some Are 
Regularly Priced 


Although Winter, or even early Fall, 
weather is apparently some weeks off, 
shoe retailers have already begun their 
campaign of advertising to start Fall 
goods moving. Following are a few of 
the current ads of men’s, women’s and 
children’s shoes: 
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Myles are showing a “College Brogue”’ 
in tan and brown calf, to be worn 
with spats or woolen hose. Priced at 
$9.00. Stix, Baer & Fuller are offering 
dress oxfords in patent leather, black 
and brown kid, black and brown kid 
with suede quarters, for $5.75; also 
“Colonial” one-eyelet tie pumps and 
instep ties in black or brown suede, 
black or brown satin, black and brown 
kid and patent leather-for $7.50. C. E. 
Williams Shoe Company advertises 
oxfords and pumps in patent leather or 
kid, three eyelet ties, selling for $2.25 
which formerly sold for $6.00 and $7.00. 
Sensenbrenner’s have started what 
they term an “exceptional sale” of men’s 
shoes in dark and medium tan, black 
kid, gun metal two tone button and 
two tone lace in brogues, freaks, straight 
lasts, English lasts, army officers’ lasts 
and plain and Hi-toe last. Priced at 
$6.00. Brandt’s are offering new Fall 
styles in oxfords, boots and straps, high 
and low heel models, fashioned in early 
and late Autumn shades of brown calf, 
brilliant and dull kid, patents and black 
satins ranging in price from $10.50 to 
$11.50. 

With the opening of school the call 
for children’s shoes has been very strong. 
Following are a few of the current chil- 
dren’s shoe ads: Shoe Mart offering 
boys’ shoes at $4.65, girls’ at $4.95 and 
little tots’ at $2.95. C. E. Williams is 
also offering girls’ shoes from $3.50 to 
$6.00. 


Now Covering St. Louis Territory 

Ed Adams, who for several years has 
been associated with F. L. Doerr Shoe 
Company as house salesman, is now 
covering St. Louis and surrounding 
territory. Mr. Adams while still a very 
young man is well acquainted with the 
shoe business. 


Take Trip Through Territory 


L. W. Gordon and Leo Gordon of 
the Gordon Shoe Company have re- 
turned from a trip through the territory 
which their company covers. The trip 
was made with a view of making a sur- 
vey of the condition of retailers’ stocks. 
The reorganization of this company 
which will be styled the Gordon Shoe 
Company has brought the six brothers 
together with L. W. Gordon as presi- 
dent, with headquarters in New York. 
Mr. Gordon was formerly associated 
with the Gaines-Gordon Shoe Com- 


pany. 
FITTING SATIN ANKLE STRAPS 


Wide Range of Sizes Necessary, 
Says Manufacturer 
“Careful fitting of strap styles made 
of fabric materials,” says Al Johansen, 
of the Rogers Shoe Company, “es- 
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pecially satin, will more often give 
service to the purchaser than a shoe 
not properly fitted. The average re- 
tailer very often desires to do business 
on satin slippers, just as though he 
were selling the same style in soft kid— 
that is to say, only buying one or two 
widths and expecting to fit all feet; 
sometimes fitting them too tight, with 
the promise to the customer that after 
wearing them a day or two, they will 
stretch; also fitting them too short and 
at the same time too wide, thus giving 
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the foot a ‘side motion.’ There is 
nothing else that will throw a shoe out 


_of shape more quickly or cause the 


fabric to ‘crack’ than this kind of fitting. 
A shoe of any kind of fabric to give the 
wearer service, first of all must be 
properly fitted, and to do this the re- 
tailer must carry the necessary widths. 
It is really better business for a mer- 
chant not to attempt to sell satin or 
any shoes made of fabric material un- 
less he is in a position to properly fit 
the feet of his customers.” 


Cleveland 


RETAIL” BUSINESS GOOD 


Fall Business: Starts Off with What 
Might Be Termed a ‘‘Rush”’ 


Last Saturday was one of the best 
business days Cleveland merchants 
have had for some time. It was rather 
warm considering the period of the 
year, and in addition to the invitation 
that good roads and sunshine extended 
to motorists to go to the country, the 
Cleveland and New York baseball 
teams attracted a crowd of 30,000. 
But these attractions were not sufficient 
to keep away from the shoe stores 
thousands of Clevelanders, who had not 
made their selection of Fall shoes. 

For the past three weeks, the average 
merchant has been selling children’s 
shoes, with boots predominating, al- 
though many girls will wear oxfords to 
school and later on will put on woolen 
hose to go with them. In the past 
week, adults have taken the place of 
children on the seats in the shoe stores. 
Last Saturday witnessed a regular rush 
of consumers. Clerks were busy all 
day, and they had about all they could 
attend to. 


Managers All Optimistic 


At .the Travers, Pocock-Wolfram, 
Chisholm, Halles, Taylors, Stone Shoe 
Company, and May Company, the 
management reported good business in 
the first week of September with Satur- 
day, September 12, being an extra 
busy day. Not a pessimistic store 
manager could be found. Each one 
asserted that the start of the Fall season 
indicated good business for the period 
just ahead. Each one interviewed was 
just a little worried about his ability 
to get shoes in sufficient quantities, 
although it was thought this end of the 
business would be taken care of satis- 
factorily. Early buying was not en- 
gaged in to the extent this year that 
has prevailed in the past, and that is 
the reason for short stocks. 


Shipments have been heavier to this 
city in the last month than in any of 
the preceding eight months. 


Low Shoes Sell Best 


Although here and there. a store 
manager reports good business in boots, 
yet the great majority of stores are 
selling low shoes almost exclusively. 
It seems hard to get the mind of the 
consumer centered on the fact that 
when cold weather sets in she must 
have something more substantial than 
a pair of low shoes and woolen hose or 
spats in order to keep her feet warm. 
Under the stimulus of advertising, 
however, boots have commenced to 
move better. It has been definitely es- 
tablished in the mind of the store- 
keeper here that this is to be a low heel 
season. Cubans are most popular, and 
military heels are a close second. True 
there are many sales of high heels, but 


‘these are mostly for dress occasions. 


Brown Most Favored Color 


Brown is the ruling favorite among 
the colors. Black is next. Novelties 
are not going so well as they did a year 
ago, and this is undoubtedly due to the 
fact that the merchant did not care to 
take a chance on the latter, but has 
confined his buying largely thus far 
to staples. 


Whites Have Passed 


White shoes have passed. It is no 
longer possible to see a pair of them on 
the streets of Cleveland. Not long ago, 
one of the society editors of a daily 
Cleveland paper declared it no longer 
was correct for white shoes to be worn. 
The edict was adopted generally and 
immediately. But it was a good white 
season, despite the short period for dis- 
posing of this class of goods—not so 
good as last season, but no one is com- 
plaining about having to carry over a 
large stock. 
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Men’s Shoes 














Strengthen your line with the fast-selling 


THE “TQUGAS” sHoE 


BETTER THAN THE BEST 
men’s welts we can send you. In stock. 
Made to order. 


GEO. N. TOUGAS SHOE CO. 
161 Summer St., Boston 








BETTER SHOES 
BETTER SERVICE 


Rocker Bottom Wooden 
Sole Footwear 


SHOES, 6 to 14 Inches 
BOOTS, 14 to 20 Inches 


Send for Catalog and 
Prices 
REECE SHOE COMPANY 
Columbus, Nebraska, U. S. A. 








and 
Nailed 
For Men ‘exif 








WATERPROOF 
Wood Sole Boots and Shoes, 
; ‘Oil Grain, Full Bellows 
<A @ Tongue and Back Strap. 
Send for booklet telling who 
you can sel] these shoes to. 


A.H. Riemer Shoe Co. 
MILWAUKEE, WIS. 
Established 1887 











Stock Dept. 5 <& 
Is at Your Service Ss 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 








= 135 STYLES 
ee IN STOCK 
MEN’S-WOMENS 
SEE OUR CATALOG 


weirs mape __196 CHURCH STREET,N-Y. 


In OUR 4 
BROCKTON 
FACTORIES 











Where to Buy 


Shoes at Auction 








HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 
Every Wednesday and Friday 
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kc hereto Buy | 
Children’s Shoes 

















Flexible First Step Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO., Inc. 
Rochester, N. Y. 











H.H.FREELAND 








AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 

















W°C.Goodger 


Manufacturer of 
Children’s Dlexible Wurn Shoes 
89 Allen St... Rochester, WV. > 














SOFT SOLES 
A Wonderfal Line for the 
Who! 


All leather lines rang- 
in prices from 


2s 


0 3 ee 
NU BABY SHOE CO., East Lynn, Mass. 


Straps in all 
and colors. 1 














Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We do not sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








SHOE BUYERS ATTENTION! 
BROOKLYN MADE 


Children’s and 
Misses’ Turns 


SCIENTIFIC SHOE CO,, Inc. 
BROOKLYN, N, ¥. 
BOSTON Office, 147 Lincoln Street 











ROCHESTER’S FELT 
SHOE KINGS 
PLACE ORDERS NOW AND INSURE 
EARLY DELIVERY 
Write for Catalog 


F. W. HAHN CO. 
NEW YORK 








ROCHESTER 
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**Fair Prices’’ Satisfactory 


The Fair Prices established under 
rulings of the State Fair Price Com- 
missioner have been in force for some 
time and the average merchant has no 
complaint to offer. Thirty and thirty- 
five per cent gross was allowed, but the 
merchants were permitted to have an 
extra leeway of five per cent in order to 
carry out merchandising policies. 
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Street Oxfords Sell Well 


Nut brown oxfords are to be seen on 
the streets in ‘great numbers and un- 
doubtedly merchants are having quite 
a run on them. They have imitation 
tips and centre perforations, with welt 
soles and Cuban heels. Another popu- 
lar shoe is a dark brown kid with 
imitation tips, welt’ soles and Cuban 
heels. 


Chicago 


RETAIL TRADE SPOTTY 


Better Class Stores Only Ones Doing 
Fair Business 

The past week has seen activities 
with retail merchants in spots only, 
these spots being in those stores which 
cater to people buying only the better 
grades of merchandise or which carry a 
large line of children’s shoes. This 
condition is probably due to the fact 
that practically all of the Chicago 
merchants have closed their sales and 
few bargains are being offered. Buy- 
ing in the better class stores has been 
stimulated quite materially by the dis- 
play of various new shades, especially 
blue, gray and camel colors, and by the 
offering of open-work boots. 

The volume of boot business has been 
comparatively small as the weather 
has been such that all are desirous of 
wearing low cuts, oxfords and pumps. 
Many merchants say that they do not 
anticipate a big boot business this Fall. 


Sales Show Increase in Cash 
The majority of merchants report 
that the volume of sales in dollars and 
cents is in advance of that over the 
same period a year ago, but in prac- 
tically every instance the volume in 
the numbers of pairs has been from five 
to 20 per cent less than that of a year 
ago. Men’s shoe business shows a more 
healthy record in the volume of sales 
and in constant increase week by week 
in comparison with a period of a year 
ago than that of the women’s. This, 
merchants say, is because men’s busi- 

ness is done on more staple lines. 


New 


FALL SEASON LAUNCHED 


Merchants Report That Early Buy- 
ing Shows Fair Volume 


The Fall season in footwear was of- 
ficially launched in New York during 
the week following Labor Day by the 
inclusion of footwear in the apparel ads 


New Store to Open Soon 

The opening of the Endicott-Johnson 
store in Chicago, at 33 South Dearborn 
Street, is not far distant. This new 
store has an enormous rent, way be- 
yond that of the average retail shoe 
store. Then on top of this, the store 
is being laid out on very expensive 
lines, the decorations being very at- 
tractive. 





Good Buying for Immediate 
Shipment 

In the wholesale market, George E. 
Harrison reports that the demand for 
immediate shipment of blue, gray and 
camel oxfords and low cuts and boots 
has been phenomenal this past week 
and signifies that merchants really are 
in need of shoes. 

Dave Saefer of the Novelty Shoe 
Company reports that the sale of blue 
suede open work boots which this con- 
cern is marketing — a line from Brook- 
lyn — priced at $12.00, has been very 
much beyond what they had antici- 
pated. 

Manufacturers report that  prac- 
tically all of their orders are for im- 
mediate delivery and in few instances 
they have had orders placed with them 
for future delivery, especially so for 
delivery in February and March. 
Dealers predict now that while it may 
be 60 or 90 days prior to business being 
as active as it was a year ago, the 
coming National Convention, which 
is to be held in Milwaukee, will mark a 
point in the history of the shoe business 
that will never be forgotten. 


York 


of many of the leading stores. No con- 
certed drive for early Fall business has 
appeared as yet, but most of the re- 
tailers state that the early buying is 
fair in view of the warm weather condi- 
tions. While pessimism continues to 
prevail in many quarters, a spirit of 
optimism is gaining strength and most 
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of the leading merchants figure that a 
period of cooler weather will bring out 
good business. Prices, as near as they 
can be estimated, run from $1.00 to 
$1.50 below those quoted at this time 
last year. 

Bonwit-Teller & Co., in a large ad 
describing various items of Fall apparel 
for women, called attention to shoes at 
prices ranging from $14 to $20 a pair. 


Boots at $11.98 

Among the special offerings for last 
week and the current week were wom- 
en’s wing tip oxfords at $9.75 and boots 
at $11.98 by James McCreery & Co. 
The oxfords were of brown grain leather 
in ball strap, and tan calf and brown 
and black kid wing tips. The high 
shoes were brown and black kid and 
tan calf with perforated tips and mili- 
tary heels and black patent vamps with 
kid tops, hand turned soles and the new 
French heel. 

For the week of September 13 to 20, 
Lord & Taylor offered a special group 
of pumps, oxfords and high shoes at 
three prices, $7.85, $9.75 and $12.75. 
Following the sales the shoes will go 
back to regular prices. 

The Queen Quality Shop on 34th 
street is playing up a high satin dress 
boot with a French heel at $13.50. 
Without making special announcements 
other stores are featuring women’s 
high shoes at prices ranging from $10 to 
$15. Few shoes above this price are 
being featured and the trend toward 
emphasizing prices between these two 
figures is more pronounced than usual. 


Men’s Boots at $9.75 

Gimbel Brothers in a neat ad frankly 
confess that they are trying to offer 
men’s shoes at “a reasonable price— 
something around $10.”" At $9.75 they 
are making a drive for business with 
men’s high shoes of black and tan calf- 
skin and tan cordovan. 

The only store to draw comparisons 
with last year’s prices is Franklin Simon 
& Co., which in all its advertising has 
stressed the point that merchandise 
this year is cheaper than last year. In 
a special ad on their boy’s Wearmoor 
shoes at $7.50 and $8.50 they state 
that the prices “used to be, $8.50 and 
$10.00.” 


Offerings at Other Stores 


As a leader Cammeyer’s are offering 
women’s Fall oxfords in tan and black 
calf with military and walking heels, 
some with imitation wing tips at $6.85. 
Altman’s are offering men’s shell cor- 
dovan boots at $12.85. Some of the 
Summer clearance sales continue, not- 
ably at the Henning Boot Shop, where 
slippers, pumps and oxfords were priced 
at $6.75 and $9.75. Andrew Alexander 
is closing out 1,100 pairs of men’s ox- 
fords at $7.65, the former prices of which 
ranged as high as $20 a pair. 

While in women’s footwear the Fall 
demand seems centred on boots, rather 
than on oxfords, men are still purchas- 
ing low shoes for Fall wear, according to 
most of the retailers. The heavy brogue 
apparently has lost none of its popu- 
larity, particularly in the lighter tan 
shades in Scotch grain leather. Ward’s 
report a good business on a Scotch 
grain brogue with brass eyelets at $17. 
The price range at the Ward stores for 
men’s shoes is from $8 to $17. 


Wholesale Business Quiet 

Activity in New York wholesale 
circles is still at a low ebb although some 
business continues to be booked. Some 
of the manufacturers in this vicinity 
are making hard drives for new business 
and a few retailers intimate that some 
of the Brooklyn makers are making 
radical concessions in prices. Such re- 
ports, however, are vague and cannot 
be confirmed. 


To Show Spring Samples in October 


Most of the selling agents in the Bush 
Terminal Sales Building expect to be 
showing their Spring samples by Octo- 
ber. H. E. Marconnet of the Selby 
Shoe Company, Portsmouth, O., is al- 
ready showing his Spring line and ex- 
pects to take it on the road on his 
initial Spring selling trip some time 
this week or next week. White buck 
and imitation buck as well as the black 
and tan combinations with white play a 
strong part in the new Spring line. 
Dullness prevails in Fall shoes around 
the building, although most of the sell- 
ing agents expect some “at once”’ busi- 
ness to develop with colder weather and 
are prepared to book it. 


Lynn 


PERSONNEL OF FIRM IS 
CHANGED 
Rogers & Briggs, Inc., makers of high 
grade McKay shoes for women, is suc- 
ceeded by Briggs & Hutchinson. The 
new firm continues the business at 264— 
266 Broad Street. A. Lee Briggs, its 


sales manager, is on the road, with new 
samples. Peter W. Hutchinson, the 
new member of the corporation, was 
until recently with McElwain, Hutchin- 
son & Winch, shoe wholesalers, Boston. 
Forrest L. Rogers, treasurer of Rogers 
& Briggs, Inc., withdraws from the 
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Where to Buy 


Children’s Shoes 
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TRA DE MA ARK 


THE L. D. STICKLES SHOE CO., Mfrs. 


1 soausccnnovonnennnceesetseeeeate elo ere eat ncvnccscccensequseeens 


IN-STOCK 
Infants’ and Children’s 
Fine Shoes 
Our Catalog for Fall is Now Ready 


JOHN M. AHEARN SHOE CO. 
683 Atlantic Avenue, Boston 


THEILBRUNN & SIND 














IN STOCK—Specialties in 
‘Women’s, Misses’ and Children’s 
etc. 





H.C. BRown ComMPANY 


INcORPOR. 
annemans SHOES 
CUNERAL OFFICES. 155 LINCOLN STREET BOSTON MASS. 














Where to Buy 


Ballet Slippers 














BUY THEM NOW FOR 
FALL DELIVERY 
ONE SAFE BET - PURITAN BALLET SLIPPERS 
K+ ann 's Black, sizes 2% to 8 $1.75 


to2 1.65 
Child’s a * 8to 10% 1.55 


Whites Ten Cents a Pair More 
PURITAN SHOE CO,, Inc. 74 Reade St., N. Y. C. 


«“Jronclad” 


GYM SHOES 
Almost impossible 
to wear 
out. 
Made in 
Leather and 
Canvas. 


Philadelphia, Pa. 


BALLET SLIPPERS 


Black Kid, $1.55 and $1.85 grades, women’s 

Black Kid, $1.50 and $1.77 34 grades, misses’ 

Black Kid $1.45 and’ $1.70 grades, child’s 
Discount, 2% Ten Days 


JOHN E. McNAMARA 
HAVERHILL, MASS, 











BROOKS SHOE MFG. CO., 


et SSSeeeeeeesaeneeeaeeeees. 
sSCCCRECCR Steet eeeeeeeee 
































Where to Buy 


Standard Shoe Materials 
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The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 


Creese & Cook Co. 3522" Sn3° 


Tanneries at Danversport 















GUARANTEED 
TWO YEARS 
Service, because the Bast of 


Labor are Used 
BOSTON OFFICE NEW YORK OFFICE 
52 Chauncy St. 395 Broadway 







































Celored 
Chrome 
Sides 


: Beggs & Cobb, Inc., Boston, Mass. 






















COATED GEM DUCK 


ADHESIVE BACKING CLOTH 
! Rubber and Leather 
q Dry Foot Welting 
i Sheet Rubber Soling 
B. F. CHAMBERLIN 


| 184 Summer St. 
Formerly Walpole Shoe Supply Co. 














. W. GODSOE, Pres. 
— oo @ DONALD Vice- 
F. E. JONES, Treas. 


| F. E. JONES COMPANY 
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95 South Street, Boston 
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) No matter what policy you may 
fi pursue in selling to the shoe trade, 
nevertheless, you need the 

Boot and Shoe Recorder 


All the Time 
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business to start a new enterprise for 

the making of women’s high grade welt 

shoes. 

Types of Shoes Being Made for 
Fall and Winter 


Two types show the sort of boots 
the Lynch Shoe Company is making 
for Fall and Winter. 

One is a ten inch wave top boot of 
blue kid. It has a three and three- 
quarter inch vamp, and a baby Louis 
heel, covered and full breasted. The 
top has trio cut-outs along the lace 
stays. The shoe is made of several 
leathers, as well as of blue kid, and 
in the welt and turn grades. The other 
type is a nine inch brogue, with a full 
wing tip, perforations on the vamp and 
foxing and a 12-8 military heel. It has 
a No. 7 iron sole, with a square edge, 
with a white fair stitch. The shank is 
of the cottage style. 


Makes Specialty of ‘Quick Action”’ 
Shoes 


Mitchell, Caunt Company are mak- 
ing a specialty of “quick action’’ shoes, 
or shoes quickly made for quick sales. 
Three weeks is the usual time for put- 
ting the shoes through the factory. 
But one lot, urgently wanted, was put 
through in two weeks. Autumn brown, 
camel, blue and black shoes are being 
cut. Patterns provide for 10 inch boots 
chiefly. Some patterns call for whole 
quarters. The heels are 16-8 high, of 
the Louis styles. 





BIG CALL FOR WIDE SIZES 


Lynn Manufacturer Has Had to 
Buy Extra D and E Lasts 

“One puzzling thing,” remarks Thom- 
as Welch of the Welch Shoe Company, 
“is our run on D and E wide shoes, No. 
4 to 8 in length. Extra last we’ve had 
to put in, the orders run so much to 
these wide shoes, 

“It may be that retail merchants 
are carrying over slim shoes from last 
year, like A, B and C shoes, and are 
stocking up on the wide shoes. Or 
it may be that retail merchants are 
playing safe and are stocking on the 
middle run of sizes, in D and E widths, 
which are the best selling sizes. They 
are taking no unnecessary chances 
with extreme sizes, small or large. Or 
it may be that people are walking more, 
and are calling for the wider shoes that 
fit comfortably. I mention this be- 
cause our sales of rubber heel shoes 
show a considerable increase, and, of 
course, rubber heel shoes are walking 
shoes.”’ 


Making Wood Lasts for Rubbers 


H. T. Bristow Last Company is fit- 
ting up a factory in the Vamp building 
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for making 2,500 pairs a day of wooden 
lasts for the rubber shoe trade. Hitherto, 
the rubber shoe manufacturers have 
commonly used metal lasts, and have 
remodeled them to change the style. 


* Their use of wooden lasts is something 


new. The industry of making them is 
new in Lynn. The main factory of the 
H. T. Bristow Last Company at 703 
Washington Street is to be used for re- 
modeling lasts at the rate of 3,000 pairs 
a day. 


CO-OPERATIVE CAMPAIGN 
PROPOSED 


Lynn Merchant Wants Public Edu- 
cated to Care of Feet and Footwear 


“What we shoe merchants need,” 
says “Tom” Baker of Baker’s Family 
Shoe Store in Lynn, is the right sort of a 
campaign to educate the consumer 
about his feet and footwear. 

“A down-to-brass-tacks campaign is 
what I mean,” he continued. ‘‘None 
of the frenzied footwear stuff. The 
moment shoe men undertake any pub- 
licity to influence prices, they will get a 
boomerang right in the neck. 

‘Say we tell the public what a won- 
derful thing are our shoes, that a thou- 
sand and one men have to handle the 
shoe from the hoof to the foot, that the 
hide merchants search the remote cor- 
ners of the globe for pelts, that the 
tanners unlock the mysteries of chemis- 
try, that the shoe men develop the 
wonders of machinery, and that we 
humble shoe merchants undertake the 
task of distributing shoes. 


What to Tell the Public 


“Say that we tell the public that feet 
are among the most important part of 
the anatomy, that a quarter of the 
bones of the body are beneath the ankle, 
that the fitting of shoes is an art, and 
that shoes are made to be used, and not 
to be abused. 

“Just think of the tons of printer’s 
ink that is used to advise people how to 
take good care of their automobiles. 
But only a few pounds are used to tell 
people how to take good care of their 
feet and footwear. 

“T’m one shoe merchant who is will- 
ing to join in a campaign .to educate 
people about shoes. If 24,499 other 
merchants will go in with me, we will 
give $1 a month to a campaign fund. 
That will provide $25,000 a month or 
$300,000 a year. We could get other 
financial support if we planned our 
campaign well. 

“Until we get organized a campaign 
like that I am doing my level best, in 
my own personally paid for publicity, 
to tell my people how to buy good shoes 
and how to care for their feet and foot- 
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wear. It’s getting ‘more shoes sold 
right.’ ” 


LONGER LACES USED 


Also Laces Colored to Match Exactly 
the New Leathers 


Seventy-two inch laces are put in 
many of the Fall boots made in Lynn. 
Sixty-three inch laces were formerly 
used. Over-size laces are to be pre- 
ferred to short laces. It may be that 
ankles and legs are a bit larger. Some 
say that the stature of American people 
has increased. Anyway, a clerk strug- 
gling to tie a too short lace is in a 
predicament. 

Blue laces are put into blue shoes, 
and camel laces into camel shoes, and 
so on. Usually, the best laces are dyed 
to match the color of the shoes. The 
yarn is dyed before the lace is woven. 
That gives a through and through 
color. The shoe man supplies the lace 
man with samples of the colors that he 
wants matched. Good laces cost 
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manufacturers six cents a pair or 
thereabouts. 


The Purpose of the Shiny Lift in 
the Heel 


That shiny lift just under the top 
lift of the Louis heel has a twofold 
purpose. It brightens up the heel and 
gives a touch of style to the shoe as 
anyone may see. It tells the wearer 
of the shoes that it’s time to have a 
new leather top lift put on the heels 
when it begins to show signs of wear. 

Getting new top lifts put on at the 
right time is the salvation of the style 
of Louis heels, for the new top lifts 
keep the heels from running over, the 
shoes from getting out of — and the 
ankle wobbly. 

Three cents or less is the complete 
cost of the aluminum top lifts. That 
looks like cheap insurance against heels 
run over, and run over heels used to be 
a curse of the shoe trade. ; 


Buffalo 


LOW SHOES SELL WELL 


Customers Buying Brogues and 
Plain Oxfords for Fall Wear 

Fall openings are a feature at Buffalo 
shoe stores this week. It is remarkable 
how many low shoes are being sold for 
Fall wear. Customers succumb to the 
alluring offerings of novelty pumps, 
stylish brogues, etc., and buy them for 
Autumn use. More low shoes are 
being sold this Fall than in former 
years. The purpose does not seem to 
be the saving of money. Patrons buy 
this footwear because they are charmed 
with its fashionable touches. It is 
reported that prices are about the same 
as last season. One store made a 
special drive on men’s shoes at $5.85 
and cleaned out nearly its entire line 
at this price. 

‘Dealers in this city are up in the air 
as to what styles for women will be the 
best sellers,” remarked one shoe buyer. 
This confusion was emphasized by the 
other shoe men interviewed. “Short 
vamps or long vamps? That is the 
question,” was the burden of the re- 
marks of the doubtful ones. 


INDUSTRIAL PROSPECTS GOOD 


Few Unemployed in City and Wages 
Are Generally High 

Industrial conditions in Buffalo are 
on a sound basis and the general pros- 
pects for Fall and Winter are satis- 
factory. One concern, which has the 
contract to lay the foundation for a 
large plant near Niagara River, north 
of this city, is using megaphone meth- 


ods of publicity in calling for laborers 
at $38.50 a week. Carpenters, elec- 
tricians, steam-fitters, iron-workers and 
other mechanics are receiving on the 
same job a much higher weekly wage, of 
course, than the laborers. All are worth- 
while patrons of local shoe stores. Buf- 
falo shoe dealers say that if a slump is 
headed toward this city, it has failed so 
far to show any signs of its approach. 
The number of unemployed here is 
negligible. 


New Shoe Department Opened 

J. N. Adam & Co.’s store has opened 
a new shoe department for men on the 
fifth floor. The buyer is S. S. Intrater. 
The opening feature was the sale of 
men’s footwear at $5.85. The stock in- 
cluded tan brogues, tan English style; 
gun metal, English style; tan calfskin 
bluchers and black kidskin bluchers. 
This section is located next to the men’s 
clothing department, from which Mr. 
Intrater receives real co-operation. Men 
who go to the store for their clothing, 
as a rule, then step over to the shoe 
department to make further purchases. 
In order to make more room for the 
extra display of shoes on the opening 
day, tables showing men’s footwear 
extended into the clothing section. Mr. 
Intrater is also buyer of the women’s 
and children’s shoe department on the 
third floor. 


Stores Now Open Saturday After- 
noons 

The Summer closing of many of 

Buffalo’s shoe stores on Saturday after- 
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QUESTIONS 
ANSWERED QUICKLY 


in “Where to Buy” columns—a 
growing directory for all the trade, 
re yeaa answers briefly to cur- 
rent problems in merchandising. 











noons has been diseontinued. These 
shops were all open all day Saturday, 
September 11. As most Buffalonians 
have returned from their vacations, the 
clerks were busy handling the cus- 
tomers. Also as the Uniyersity of Buf- 
falo has opened for the season, some 
bright. salesmen are recruited from 
students at this institution. The boys 
work Saturday afternoons and evenings 
in some of the shoe stores. A number of 
them broke into the selling game a 
year or two ago and like the opportunity 
to make extra money. Not all the 
down-town shoe stores were closed 
Saturday afternoons during the Sum- 
mer. 

A number of them in Main Street, 
below Mohawk, were kept open during 
that period. The reason is that one 





store held out against the closing rule 
and the managers of some of the others 
felt that they had to follow suit. 


Handsome Walk-Over Display 


The Walk-Over Company’s new shoe 
store in Main Street, near Mohawk, has 
a beautiful Fall opening display this 
week. S. E. Wygant is in charge. The 
new store has a handsome entrance 
with a 16-foot glass case window dis- 
play and ornamental illuminated fan 
light marquee. The chairs on the 
spacious main floor fitting room will 
accommodate nearly 100 customers at 
one time. The decorations are har- 
monious and handsome and the at- 
mosphere is described ‘‘as that of the 
best metropolitan shops.” 


Rochester 


MORE MEETINGS PLANNED 


Regular Evening Get-Togethers 
Added to Schedule by Merchants 


At the first Fall meeting of the 
Rochester Association of Shoe Mer- 
chants, held at the Chamber of Com- 
merce, it was decided that in addition 
to the regular weekly noonday luncheons 
the association adopt the plan of hold- 
ing one evening meeting a month, at 
which time the merchants on the out- 
skirts as well as the surrounding towns 
could attend and listen to talks on 
topics of interest to the trade. This 
monthly gathering will be held on the 
last Wednesday of the month at either 
the Ad Club rooms or the Powers Hotel. 
Once each month also the association 
will send a bulletin to its members 
which will acquaint them with the 
doings of the organization. Secretary 
George Schmanke will look after the 
publication of the monthly news letter. 
A committee consisting of Don Burke, 
chairman, P. M. Van Deventer and 


E. J. Short are making plans’ for the 
evening gatherings. 


To Discuss Rubber Question 


At the next meeting of the Rochester 
shoe merchants the rubber question 
will come up for a lengthy discussion. 
A committee headed by Fred Suther- 
land is now gathering data. The pos- 
sibility of an increase in rubber prices 
about January Ist makes this a timely 
subject. 


Commend Pres. Orr’s Letter 


Letter No. 15 issued by the National 
Shoe Retailers’ Association was most 
enthusiastically applauded when read 
at the meeting of the Rochester retail- 
ers. The members voted to inform 
President James P. Orr that the 
thoughts advanced in his letter met 
with their hearty approval and accord. 
The letter dealt with the respecting of 
contracts and obligations assumed by 
the manufacturer as well as the retailer. 


Pittsburgh 


FALL AND WINTER OUTLOOK 


Retail Stores Are Prepared for New 
Business 


Retail shoe merchants in the city 
and surrounding communities are now 
ready for Fall business. The latter 
can be attested by the fact that window 
displays have taken on a crisp Autumnal 
touch, showing within a hand’s clasp, 
so to speak, of everything that’s going 
on in every authentic style centre. 
Again, shelves have been -cleared away 
for not only the staple shoe, but also 





the newest ‘“‘wrinkles’’ that will meet 
with the approval of the ultra fashion- 
able. 

While buying, because of price con- 
sideration, is not as yet very brisk, shoe 
merchants hold the view that business 
will continue to grow better as the 
season advances when prices will re- 
adjust themselves. Conservative buy- 
ing, they claim, will cease when the 
public begins to appreciate the dif- 
ference between the different grades of 
footwear and what the price tag at- 
tached to the shoe really means. Many 





Sept. 18, 1920 


merchents here are agreed on one 
thing, namely, that shoes are reasonable, 
more so now than at this time last year; 
that the smallest margin of profit on a 
larger volume of business will bring 
them in more profits than the reverse 
method of business. As one prominent 
merchant put it: “My shoes will be 
marked at a closer margin of profit this 
year, because I realize that more stock 
off my shelves means more friends. 
Then again, there is the satisfaction of 
knowing that the customer gets the 
best shoes in my store at the most 
reasonable price to be had elsewhere 
in town.” And there will be a good 
many more retailers it is believed, who 
will learn to share the above opinion 
and follow the same course of action 
for confidence and good will are better 
friends today for a steadier patronage 
throughout the year. 


Walk-Over Pushing Boots 


As a fitting climax to their successful 
season of low cut shoes, Walk-Over 
Shoe Stores opened the season with a 
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sale of high shoes for the coming Fall 
and Winter. Included in their sale 
were cordovans, calfskins and vici 
kids in practically all sizes and in a 
varied assortment of styles at the 
reduced price of $6.50. The sale suc- 
cessfully opened the doors to many for 
being the only shoe house to offer the 
public the opportunity of purchasing 
their Fall and Winter shoes at the above 
figure, the sale brought on a call of 
purchasers that far exceeded the num- 
bers of shoes offered. 


Shoe Retailers to Hold Meeting 


The final date set for the opening 
meeting of the Pittsburgh Shoe Re- 
tailers’ Association falls on October 14, 
1920. Plans are being made to furnish 
a splendid program for the initial meet- 
ing and from present indications a good 
representative turnout is fully ex- 
pected. Maurice Browdy, secretary, 
has already launched a drive for a large 
attendance of local shoe merchants to 
attend the National Shoe Convention 
at Milwaukee. 


Louisville 


BUSINESS SHOWS INCREASE 


Goed Demand Develops for School 
Shoes—Fall Styles Displayed 


The middle of September, with the 
opening of the State Fair, is bringing a 
good volume of business to the local 
merchants, who are showing their Fall 
lines of merchandise and reporting a 
steady increase in volume of business. 
It is still a little hot, south of the 
Mason and Dixon line, and this is hold- 
ing back local buying, although there 
has been a very active demand for 
children’s, boys’ and misses’ shoes, in 
connection with the opening of the Fall 
school season. 


PUBLIC EXPECTS PRICE CUT 


Regular Prices May Cause Trouble 
at First 


So much stuff has appeared in print 
concerning Cheaper shoe prices and 
reductions in values, that the public 
has been of the opinion that Fall prices 
would be much lower than they actually 
are. With big sales running for months, 
with prices cut 20 to 35 per cent before 
April 1, and much evidence of a weak 
shoe: market, the public has naturally 
expected cheap Fall shoes. In fact, the 
writer recently saw one story which 
called attention to the fact that ex- 
cellent shoes were obtainable at around 
$7 a pair. The shoe clerk this Fall is 
going to have a lot of explaining to do 
when he shows $16 to $18 shoes, es- 


pecially after having sold such high- 
priced lines at considerable reductions 
all Summer. 


Effect of Freight Rate Increase 


Another misleading bit of information 
that is running in the press is in con- 
nection with statements issued to show 
that the recent advance in freight rates 
would affect various commodities to an 
almost unnoticeable degree. News- 
papers have had lots of copy devoted to 
such items. One recent article of this 
kind stated that the increase in rates 
would be only five mills on a single 
pair of shoes from St. Louis (men’s 
shoes). As usual, the press has lost all 
thought of effect other than on the 
finished product from wholesale to re- 
tail hands. Such things are frequently 
overlooked. However, the increase 
must be figured back as far as the grain 
and feed that fed the cattle, movement 
of cattle to butcher or stockyards, 
movement of hides to tanner, movement 
of leather to manufacturer, and move- 
ment from manufacturer to jobber. 
Then there is also such things as other 
materials going into shoes. 


Public Is Misled 
It is much as Colonel Fred Levy, of 
Levy Brothers, Louisville, says about 
the activities of fair price investigators, 
who never see further back than the 
retailer, or the last man who buys the 
merchandise before it is placed in the 
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hands of the consumer. Ail fights for 
lower prices practically have been 
against the retailer, who is naturally 
the last man in the line. A 40 per cent 
increase in freight rates will make many 
times a five mill increase in cost to the 
ultimate consumer, but still the public 
is misled. 


New Byck Store Is Opened 

Byck Brothers opened their new 
store at Fourth and Guthrie on Satur- 
day, September 11, while the old store 
was winding up on its final clearance 
sales. The new store is still quite a bit 
from being fully completed, byt the 
work should be completed within a 
very short time, after which the formal 
opening will be held. The windows are 
especially large and attractive, being of 
black walnut, beautifully paneled, while 
the interior is trimmed in mahogany. 
Old shelving and fixtures were done 
over in most cases, but look as if they 
are new. It is reported that it cost 
around $50,000 to fix this store up. It 
occupies four floors in all. 


New Brogue Lasts Shown 


About the only change that is noticed 
in general styles in Louisville this year 
is the large number of showings of men’s 
high shoes in the brogue lasts, and this 
last was shown largely in Spring shoes. 
The new last as a whole has been a lit- 
tle slow in taking, but is reported to be 
doing better all the time. 


SHOE MERCHANTS MEET 


Style Show Plans Discussed by 
’ Association 


A meeting of the members of the 
Louisville Retail Shoe Association was 
held in Louisville, at Bruen’s Park, on 
September 9, there being long discus- 
sions following a chicken dinner, on the 
subject of plans for a style show to be 
held during the last week or ten days 
of November and first week of Decem- 
ber, at the Armory, in connection with a 
food show. However, it is not believed 
that a show of that length would prove 
attractive, or that garments, shoes, 
hosiery, etc., could be secured. The 
ready-to-wear houses are opposed to 
any showings, claiming that they can’t 
sell merchandise that is shown in pub- 
lic. In fact, retailers of ready-to-wear 
garments for women have quit having 
even private openings of early season 
exhibits in their own departments. 





Store to Be Sold, Is Rumor 


It has been reported both in Louis- 
ville and Cincinnati that there is a deal 
pending for the sale of the John C. 
Lewis Company store at Louisville, to 
E, C. Denton and associates of Cincin- 
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nati, who operate a chain of specialty 
stores. Mr. Denton is reported to have 
acknowledged that the deal was pend- 
ing. Lee Lewis, of the Louisville, Ky., 
atore, stated that he knew nothing of it. 





Expect New Manager Soon 
It is expected that a new manager 
will be named shortly for the shoe 
department of the DuRand Perry Com- 
pany, Louisville, this being a Cousins 
department, but operated without a 
regular manager for some weeks past. 
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Florsheim Fall Season Opens 


Ben Middendorf, of the Florsheim 
Shoe Company, trimmed his first Fall 
windows on September 9, starting off on 
Fall business on Friday. 





Reports Business Picking Up 


Roger Dougherty, Market Street 
retailer, reports that business has 
picked up materially during the past 
two weeks, and that prospects are now 
excellent. 


Providence 


School Shoes Featured 


As the school terms opened with the 
Tuesday following Labor Day, a con- 
siderable proportion of Rhode Island 
stores are featuring school shoes and 
footwear of similar lines for the young- 
sters just now. Vacation and buying 
trips are practically over and the Fall 
showing of the latest styles in footwear 
will soon be made in the shoe store 
windows. 


Merchants’ Opinions Vary 


As to the demand for Cuban and 
Louis heel shoes, there is a difference 
of opinion among the local merchants. 
Some predict an early call and big 
demand for the lower heel, while others 
point out that as soon as the women 
see this style on their feet, they will be 
discarded for the Louis heel. Some 
merchants are ordering both and “‘sev- 
eral styles” of this heel, so as not to be 
caught “short’’ when or if the demand 
changes. Spats will again be much in 
favor according to some merchants, 
while others predict that the woolen 
hose fad will meet with much favor 
among local women and men. 


**Clean-Up-Sales”’ a Success 


The retail merchants of Providence 
and Pawtucket are well pleased with 
the success of their clean-up sales held 
during August. To make these sales 
more attractive, many merchants who 
had slow sellers on their shelves for a 
season or two included many styles of 
this season’s footwear and the result 
in many cases is evident by the depleted 
stocks on their shelves, which in a 
majority of cases are in better condition 
than for the past year. 


David P. Deahy Retires 


The acquisition of the department 
store of Deahy Brothers, 271-277 Main 
Street, Pawtucket, by the O’Gorman 
Company, a Rhode Island corporation, 
marks the end of the long and active 





business career of David P. Deahy, 
proprietor of the establishment, who 
announced recently his intention of 
retiring permanently. The Deahy 
Bros. enterprise was established in 
1882 and since that time has been one 
of Pawtucket’s most successful business 
stores. 

The O’Gorman Company at present 
conducts two stores, one in Providence 
and one in Pawtucket. Thomas A. 
O’Gorman, Jr., will manage the new 
store. A quarter of a million dollars is 
claimed by Assistant Manager Ambrose 
McNeill to be the amount involved in 
the transaction. 


Where to Buy | 


| Women’s Shoes 




















OUDOIRS IN STOCK 

UNDER MARKET PRICES 
Fine turn clean-cut Boudoir Slippers, made of 
best materials obtainable. ‘or immediate 
delivery. Trial orders appreciated. $3 
Black, $1.45; red, blue, pink, tan, $1.75. 
Terms 5% 10 days. 
ET SE Oe sae Ca 
69 St., Haverhill, Mass. 











BOUDOIRS 
High Grade Wholesale Prices 
Blacks, $1.50. Tan, Red, $1.70 
Pink, Blae, $1.80 
One-Strap Sandals, $2.00 and $2.10 
JOUEN E. McNAMARA 


|» Mass. 








Women’s McKay 
s Boo 
"Sousa" 
Harrison-Lockwood Co. 
eee: Roce. ay 











WANTED 
Where to Buy STYLES 
An extra editorial service to “Recorder” 


readers, free for the asking, with authentic 
information on current problems. 
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A BUCKLE IS 
THE ONE BRIGHT 
SPOT ON A SPAT 


Why Not Make 
It Attractive ? me. deo 


MALLEABLE 
IRON-CAST 
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NO. 422 
MALLEABLE 
IRON-CAST Manufacturers of spats and 
STANDARD FINISHES OVergaiters are justly proud of stanparp F'NISHES 
AND SIZES their products. In fabric and g@ AND Sizes 
design they are deserving of an important place in the footwear 
market. Yet some producers neglect theone bright spot, the one 
spot that catches the attention of the buyer, the buckle. 
“Anchor Brand” buckles help to improve the appearance and in- 
crease the attractiveness of spats and overgaiters because they 
are well proportioned and have a high, lasting finish, applied with 
modern methods by expert workmen. And the material of which 
the buckles are made is the best we can buy for this purpose. 
WW 
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BRANCH BRANC 
SALES OFFICES NORTH & JUDD ALES orrices 
NEW YORK MANUFACTURING CO. i St. Loure. 
127 DUANE ST. 6 A BLDG. 
CHICAGO, NEW BRITAIN SAN FRANCISCO, 
CONNECTICUT POSTAL TEL. BLDG, 
Samples Free Upon Request. 


326 W. MADISON ST. 
Wholesale Only 209 
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Ulde Newbery : i 

ic rts Make Buyers 

om™ Out of Passersby 
Increase your sales—feature “‘Aulde Newberry Because they are built to make buyers out 
Comfort’ Shoes. { of passersby—Hugh Lyons fixtures are 
Sas ee ee : helping to increase sales by attracting buy- 
Vici Kid Boot, Plain Toe or Tip, sizes 4-8, 5-9, ers inside stores. ; 
alma, <P R Be sss Distinctive and beautiful, Hugh Lyons fix- 
tures add dignity to window displays. 


Sold in 24 pair case lots only. 
FERNY POOR CO. Inc. 

° « NEWBURYPORT. MASS. = HUGH LYONS & COMPANY 

. 4 MAKE BUYERS OUT OF PASSERSBY 

A LANSING ~ MICHIGAN _ : 


= = 
) 
NEW Y 
SSW. 32nd. STREET 
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Boston 


FASHION WEEK IN BOSTON 


Latest Footwear on Exhibition at 
Big Stores 


This is Fashion Week in Boston and 
all the large department stores are 
featuring the latest styles in clothing of 
all kinds and footwear. A great many 
of the stores show footwear built on 
somewhat unusual lines and patterns 
that are a little more extreme than what 
we may expect later on in the season. 
The latest style creations are observed 
in the different department store 
windows and in the display cases of the 
most exclusive shops of the city. A 
close analysis will show that while 
purely style numbers are in prominent 
display places the good sensible every- 
day footwear is not forgotten. 


Brogues Selling Well 


Brogues for women and men are 
very much in evidence and this no 
doubt will be a good brogue season, for 
this shoe appeals to everyone who has 
wornthem. They are going to be a very 
big number this Fall and merchants 


everywhere predict a demand for them, | 


far greater than for any other style 
shown. Boots made of calf and kid are 
also going to sell big, especially the kid 
boots in colors. As one merchant aptly 
remarked, “The women get the feel 
of kidskin boots and note the color 
harmony with their dress, and itis almost 
a foregone conclusion that they will buy 
if they can possibly obtain the price.” 
In spite of the fact that earlier pre- 
dictions would seem to indicate that 
kid boots will be very much higher in 
price the present talk is that kids will 
sell from $8.50 to $22.00, depending 
upon the grade of leather used. Some 
of the larger stores are showing beau- 
tiful kidskin boots in all the various 
colors at $16.50, and they figure that 
more of these will be bought than in 
any season for years. i 


Children’s Style Trend 


Shoes for children will follow the 
lines of those for older folks and some 
very pretty combinations are shown in 
the stores. A brown shoe with a brown 
calfskin body and brown suede upper, 
both of different tones, together with 
a shoe having a patent leather body 
and gray suede upper are proving 
themselves very good sellers. 

For young women at the present 
time brogues and strap oxfords in tan 
and black calf are going big. Good 
sensible shoes which can be worn every 
day with comfort are displayed very 


prominently by most merchants, and 
no doubt will prove very popular. 


Footwear Moving Rapidly at 
Filene’s 


This has been one of the biggest 
weeks in the season in all four shoe de- 
partments at Filene’s. Women’s, misses’ 
children’s and men’s volume of busi- 
ness done during the past week has 
been far greater than any other week 
for months. Present indications point 
toward this week being even larger 
than last. A reason for this increase 
in business is due to the fact that shoes 
are being featured which have a known 
selling value, and very little time is 
spent in displaying freak shoes which 
appeal only to a limited class. 


Reduction Sales Nearly Over 


Some of the stores are just finishing 
with their reduction sales, and are 
clearing out all their surplus Spring and 
Summer stock. At Shepard's they are 
having a sale where Dorothy Dodd 
Shoes are featured at $7.45. They are 
not marked at this price for a reduction 
but are shown with the idea in mind 
that the price will attract and the shoe 
will live up to the price. Reduction 
sales are continuing at Hanan’s, Regal 
Shoe Store, Tuttle’s and Rice & Hutch- 
ins. This is the last week in which 
any markdowns will be shown. Rice & 
Hutchins are having a discontinuance 
sale of misses’, women’s and children’s 
rubber soled oxfords, priced from $1.65 
for children to $1.95 for men. They 
are also offering special oxfords at 
$5.85 to $7.85. 


Change in Location of Well-Known 
Shoe Firm 


On September 7 the Platin & Mc- 
Elroy Co. moved into their new offices, 
641-643 Atlantic Avenue, Boston, with 
a change in name from Platin Bros. 
Shoe Company as formerly. No doubt 
this location will prove more convenient 
and give them more room to expand 
their business. 


With Bancroft-Walker Co. 


G. W. Watson, formerly with the 
Cooper Liberty Thompson Company, 
and Liberty Durgin, Inc., is now with 
the Bancroft-Walker Company, mak- 
ers of the “‘Walk Croft’’ process shoes. 
Mr. Watson anticipates a very good busi- 
ness this season and if enthusiasm and 
knowledge of the trade will get him 
anything no doubt the increase that he 
looks for will be obtained. 
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SAYS MATERIAL PRICES 
MAY GO HIGHER 
(Continued from page 113) 

and will see you in due time. Should 
you desire a definite appointment, drop 
us a card, and we will see that the 
salesman for your section calls upon you 
at such time as you may designate. 

“The country and the world is, to 2 
great extent, pessimistic as to business 
conditions. We hold the opposite view. 
With bountiful crops, labor well em- 
ployed at high wages, and 100,000,000 
people with greater consuming capacity 
and ability than at any previous time, 
we believe we are facing a period of 
good, healthy, sound business. We 
are averse to a revival of the speculative 
era through which we have passed; but. 
we are confident that the merchant. 
who has faith in himself and his coun- 
try and who provides himself with 
seasonable, attractive merchandise, will 
continue to do a profitable business. 
No merchant:should be disturbed be- 
cause -he has goods on hand that cost 
him slightly more than he can replace 
them for. The prices for Spring are 
somewhat lower; but it would be im- 
possible to get an adequate supply of 
desirable shoes for the Fall trade a: 
Spring prices. The thing to do is for 
each merchant to keep his stock well 
sized up, and while sacrificing possibly 
a small part of his profits, to get the 
benefit of an average which will show 
him a good profit on his season’s busi- 
ness. We have our factory organizations 
in good shape and are prepared to make 
prompt deliveries on good, seasonable 
merchandise and to take care of you 
better than we have ever done in the 
past in the quality and workmanship 
of our product. 

“Soliciting your business and prom- 
ising our very best efforts in serving you, 
we are, 

“Yours very truly, 
“CRADDOCK-TERRY COMPANY.” 


Altoona Merchant Dies 


Altoona, Pa., Sept. 14—Roy G. 
Bendheim, son of Mrs. Jenny Bend- 
heim of 909B Twenty-fourth Street 
and the late S. Bendheim, and manager 
of the S. Bendheim shoe store at 1302 
Eleventh Avenue, died recently at 
Atlantic City. Mr. Bendheim was 29 
years old last month and he was born 
in this city, residing all his life here. 
Since the death of his father several 
years ago he had been in charge of the 
store. At the outbreak of the late war 
Mr. Bendheim entered the service, 
becoming a member of the 305th en- 
gineers at Camp Lee, Va., but after 
six months he was honorably discharged 
on account of his health. 








If worn out before that time 
with a new pair of shoe 


will be replaced 


Uppers of soft and pliable chrome tanned elkskin, bottoms of 
the same tannage and waterproofed solid leather throughout. 
A profitable addition for your shoe department, volume sales, 
quick turnover, satisfied customers. 


BROWN ELK BLUGHER UNLINED 
ETI 0.55 Spcdiadc's csc ccd aceathe $2.35 
PeOORIIIIIID 5 o's nkccccccact saaceens 2.65 
PIII, 6 oc c.c ccdcctancdsmeceeds 2.95 
POE POIs 0 6. 6c bc scenes sGcde dace 3.65 
SEEPS 9 0107s a:.as nee sad esavawase 4.00 


BLACK ELK BLUCHER UNLINED 
OPN isp ck Soved chase celodacces $2.35 
1982—Sizes 834-11. 2... cece cee ec ccc ecee 2.65 
Oar BRI oi occ bind ands did ccssdcva 2.95 
1977—Sizes 234-534... ccc cece cece cceee 3.65 


CHROME GUN METAL LACE DRILL LINED 
AS ILLUSTRATED 

SONG —~Bines BS ain. coin ccc ce zesdyccccsevs $2.35 

1991—Sizes 834-11... ... cece cece reeeccces 2.65 

1992—Sizes 1144-2... ccc cee cece ec eeeees 2.95 


MAHOGANY LACE DRILL LINED STYLE 
AS ILLUSTRATED 

1993—Sizes 5-8... wc cccccccccsccecensess $2.65 

1994—Sizes 844-11... 2... cee eee ee eens 2.95 

1995—Sizes 1134-2. ...... cece eee eececees 3.50 


BROWN ELK BUTTON UNLINED 


NE Os in. os icin kn noc docniecevey $2.35 
1985—Sizes 834-11... 2.2... ee eee 2.65 
1906—Sizes 1134-3... ccc cece ce ncsees 2.95 


BLACK ELK BUTTON UNLINED 
I9OF—Gines FB... ct cee cs ccccccsces $2.35 


1988—Sizes 834-11. .... 2... eee eee 2.65 
1989—Sizes 1134-2... 0. . ces e ween ee eee 2.95 


Immediate Delivery 


HENRY KLEINE & CO., Chicago 
208-214 West Lake St. 
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SERVICE TO JOBBERS 
IS OUR PURPOSE 


VISIT ‘to our . modern factory, 
equipped to make 2,000 pairs 
men’s fine shoes daily, will convince 
you that we are the one firm you 
ought to get in touch with immediately . 


If you would be of the most service to 
your customers, sell them our high 
grade shoes for men at prices within 
the reach of Mr. Average Man. Tell 
us today that you are interested. 


“Union Stamp 


oi Wall, Doyle & Daley, Inc. 


BROCKTON, MASS. 


Coogves® 


wnat ooT - Boston Office: 207 Essex Street 
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A brand new catalog No. 18 is just out of the print 
shop. It is chuck full of most active and attractive 
sellers you could possibly select. 


They comprise a line guaranteeing prestige for a 
community's foremost dealer, service and satis- 
faction for his customers. 





This catalog offers a wide assortment of shoes for 
Boys, Girls and the Babies. Styles conform to the 
height of footwear fashion while retaining at the 
same time all the necessary features of Kreider 
service and comfort. 





Every style has been catalogued only after a critical 
test in order to assure us that the complete stock 
will give a dealer a varied assortment for critical 
buyers. 





Kreider stocks sell out clean at the 
season’s end. Kreider stock turn over 
is a master key unlocking brisk busi- 
ness opportunities. A quick turnover 
is way ahead of a long profit. 


STON Foyeze) 
O¢6I 







Get into a winning stride by writing 
| us your order for stock or catalog. All 
| of the distributing houses below carry 
large stocks and are prepared to give 
you prompt service. 


7¢ 


¥ 






2, aS 


qeg 2 


Ls 


‘D) Jap 


o8v2147 
FIAUE POMMOPT 4 OT-2 


Aq a 


au/] F107 NO Uy dure, WOW, 





SAS Waren Cs. 


123-125 Duane St., New York 
ks 110 Summer St., Boston 

} 51 N. 3rd St., Philadelphia 

i 923 Penn St., Pittsburg 

312-318 W. Monroe St., Chicago 




















Here’s YOUR Copy! 
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1408 Washington Ave., St. Louis 






















Factories at 
Annville, Pa.; Palmyra, Pa. ; Middletown, Pa. ; 
Lebanon, Pa.; Elizabethtown, Pa. 
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Artin 
Shoes 


WING to thé uncertain- 

ties of styles for Spring 
our salesmen will not leave 
for their territories until 
about October fifteenth. 





We propose to exhibit desir- 
able styles and make prom- 
ised deliveries on time. 





Che P. Sullivan Company 
Makers of Pretty Shoes for Women 
CINCINNATI, OHIO 




















“hose totally different shoes —o 


No. 4512 
IN STOCK 


Cheshire Grain Ox- 
ford, Rawhide Slip 
Sole. Goodyear 
Welt, 10-8 Walk- 
ing Heel, A to D. 


$7.50 


Bluestein Bros. 
173 Summer Street 
BOSTON, MASS. 


, 





WATSON 
MODETI. 
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Buyers’ Easy Reference Directory 
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ALL LEA’ 

WELTS WELTS 
ALIFETIME OF THE ENTHUSIASM 
SHOEMAKING AND ENERGY OF 
EXPERIENCE A YOUNG FIRM 





HARNEY, TRACY, CREHAN CO. 
FACTORY ° S89RSSEX ST., LYNN, MASS. 
BOSTON OFFICE: 10 HIGH STREET. 




















e menaerana 
Kistler, Lesh & Co. 


SOLE LEATHER 
AND 
BELTING BUTTS 


TANNAGES 
Mt. Jewett Burke Muskegon 


Beston, Mass. 




































PENTUCKET LINE OF WOMEN’S COMFORT BOOTS 
Made to Order—Quick Deliveries 
No. 101—Black Vici 15-Eyelet Polish, Plain 7. 
Price 4.85 


a Memes arncuce sacs stains amkenss 6 os 64 







02—Same as above, with Tip........ $4.85 

No. 104—Black Vici Foxed, 15-Eyelet Polish, nee 
Cia, Beem Ge TOPs 60 nc cnc ccccencese sé 

No. 205-—Glazed Cab. 13-Eyelet Polish, Piain Te. 

. 206—Same, with Tip. ...............- $3.60 

Ne: 208—Glazed Cab. Ps ikyelot Polish, aa 


Price 
Sizes 214-8. Widths C, D, E, EE, with Cushion 
Rubber Heals 


In Case Lots Only 


PENTUCKET SHOE CO., Inc. 
HAVERHILL, MASS. 





















R. A. CHENOWETH & CO. 


147 Lincoln Street, Boston, Mass. 
Migs. of TOP GRADE TURNS 






: A 
Winning Style 





Relieved Customers—Better Business 


| 


One little suggestion to customers who are trou- 








bled with sore and abused feet will lead to more 
business. Write for facts about FOOT-GUARDS. 


foot Stards 


TemaAces MARK 


FLEXIBLE ARCH SUPPORT COMPANY 
69 E. 12th Street New York, N. Y. 
assess SSS OSS. HS HE SS>=_ NS SS, 










Boudoirs In Stock 


Direct from Manufacturer 


High-Grade Black Cabretta 
Hand Turned Boudoirs, bound 
edge quilted sock lining, large 
silk pom-poms, 4-8 
heels, good grade 
soles. Sold in 36- 
air case lots only. 
izes 3% 






Re $1.60 
Soles 4% 10 days, 
net 30. , 


Salem Shoe Co. 
Salem, N. H. 
Remember it’s New Hampshire 





No. 2656 




















FOREIGN BUSINESS 


Your overseas customer prefers to do business his way. 


If he does not read , he should be written to 7 
his own language. Make if easy for him to understand 
your message. 


Our business is to translate English into French, and 
vice versa. a a oer catalegs, brochures, 
pamphlets, ete. 

Write the Editor, The Export Recorder, 207 South St., 
Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Boston, Mass. 
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FOR MEN 








LATEST STOCK STYLES 
# : 


FALL FOOTWEAR 











4 


Style No. 606 
Tan Norwegian, Pinked and 
Perforated, Overweight Sole. 
ABERDEEN LAST 


Aberdern 


Style No. 605 
Tan Norwegian, Pinked da 
Perforated, “Geneel ht Sole. 
ABERDEEN ST 


These Shoes are Carried In Stock Ready for Immediate Shipment. 


A, B, 7 to 11; C, D, 6 to 11. 


M. A. PACKARD COMPANY 


Boston Salesrooms: 
60 South Street 


BROCKTON, MASS. 


New York Salesreoms; 
127 Duane Street 



































J $$ Cue Pain Made to Wear ES {Py 
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The 
PIEKENBROCK 
SHOE 


is the popular choice of discriminating mer- 
chants who build up their trade on the 
sterling worth of their merchandise and the 
fairness of their prices. 


The new PIEKENBROCK line, now ready, 
will materially increase your men’s shoe busi- 
ness through the enthusiastic boosting of the 
wearers. 





Write for Style Book No. 33 








No. 1990 

Commodore Last 
Havana Brown Kid Bal 
Corded Tip. Wingfoot 
Rubber Heel. Single 
Sole. Commodor 


E. B. Piekenbrock & Sons 


DUBUQUE IOWA 


























In Stock: DANDY ANN SLIPPERS 


Slippers That pr 
Are Right 


7-8 HEEL 
Sales increasing every day, as we 
give best value on the market. 
BLACK CAB—TURN SOLES 


2% TEN DAYS 
NET 30 DAYS 


Orders shipped same day received 










BOUDOIRS 
LOW HEEL 






Stock No.100 Black $1.60 
Stock No.101 Red = 1.75 
Stock No.102 Tan 1.85 


ONE-STRAP 
SANDAL 


7-6 HEEL 
$2.25 


TWO-STRAP 
9-8 Heel 
WITH 


$2.35 
RUBBER HEEL : 
$2.35 All sandals made either high or low heel 


THE BAY STATE SLIPPER CO. Dept. 10 HAVERHILL, MASS. 
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‘There’s Work Shoe 
Trade Waiting to Do 
Business with Stores 


Showing This Number 


It will probably continue to wait until 
this shoe is displayed. Its sturdy lines 
are a silent invitation, its quality a 





No, 744 


Choc. Bark-tanned Full Quarter Outing 
Bal, Half-double Sole over our No. 45 
Last. A work shoe we have specialized 
on at a price that builds business. .. $3.15 





strong selling argument. 


IN STOCK 


Ready for “‘at-once”’ needs. Don’t de- 


lay in getting your order to us. 











LaCrosse Boot & Shoe Mfg. Co. 


LA CROSSE -- _ 


WISCONSIN 














































ATLANTIC AVE end ESSEX ST. 
400 Rooms-500 Baths 4? Aday and up 


ABSOLUTELY FIREPROOF 


There is a spirit of friends well 
met about this hotel that ap- 
peals to the visitor to Boston. 
For years it has enjoyed the 
reputation of being the head- 
quarters for the shoe and 
leather trade. 

Rates reasonable. Service the 
best. For reservations write 
or wire. 


THE HOTEL ESSEX CO. 
BOSTON 
McCARTHY BROS. 





























BUY 


WITHOUT BREAKING 


allowing the operator to use 


shoe. 
The inside counter form is 


possible to break the counter. 


taken down. 
PRICE $10.00 Each 





Why Continue to Break Counters? 


THE MODERN SELF-ADJUSTING 
COUNTER SOFTENER. 





SOFTENS THE COUNTER . 


Arm works with foot lever, | | 


both hands in handling the | Slime. 


self-adjusting, and it is not | 


Occupies very small space and : 
can be quickly assembled or | 














Just the Thing for the Shoe Retailer 


FRANK W. WHITCHER CO 


Chicago 
e> Boston 























We have the largest variety of lasts and patterns we’ve ever shown. That’s saying some- 


BOOT AND SHOE RECORDER 
FALL FASHIONS IN 


KEITH’S KONQUEROR SHOES#s = 


READY TO SHIP 


thing, for our line has never been looked upon as a short one. 


Quality Standards Are Maintained 


and this means the money put into them will be gotten out of them in wear and satisfaction. 


Salesmen are ready the moment they get the word—go! 


If you have not been in the habit of looking the Konqueror line over, write or wire to have a 
It will be to your advantage. 


salesman call. 


The PRESTON B. KEITH SHOE COMPANY 
BROCKTON (Campello Station), MASS. 


New York Office, 299 Broadway, Room 415 Boston Office, 207 Essex Street 


MEN’S AND WOMEN’S STYLES 


Sept. 18, 1920 














BUY YOUR MEN’S FALL STYLES 


From Our In Stock Department 


Place Your Order Now and 
Prevent That Lost Sale 





No. 8764 


Mahogany 
Crystal Calf 
Bal 


10 Iron Oak Outersole 
Grain Innersole 
Leather Heel 
Ato D 5 to 11 











R. KR. 


L. Co. 





Immediate Delivery 





20 Styles 


in 


The Wanted 
Leathers 
on 
Smart Lasts 
Moderately Priced 
for 








Grand Rapids 
Michigan 


SINCE 1864 MAKERS OF GOOD SHOES FOR MEN 
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The Crawford Arch-Supporting Shank 


The only arch-supporting appliance in the market based on 
surgical science and knowledge of shoe-making and fitting 


BEan8 
he "a, 


The finished, fash- 
ioned and fitted 
shoe is intended 
for the foot only. 
Anything added 
cramp the 


It is an integral 
part of the shoe; 
is locked to the 


It cannot 





insole. 
abrade the skin. 


It preserves the 
















will 
foot, injure the 
shape of the shoe, arch and destroy 


the shoe. 


gives support to 





the arches and 
ease to the foot. This is common 
sense. 


The shoe is for 
the foot and not 
a store house for 






Don’t put a quart 


into a pint meas- 








appliances. 





The Crawford Arch-Supporting Shank is an 
integral part of the shoe, not an appliance 
added to the shoe after it is made and worn. 






ure. 








It is fitted between the inner and outer soles of the shoe in the making and is a combination 
of science and sense. It is the answer to weak and broken arches. Ask for shoes equipped 


with it. 


United Shoe Machinery Corporation 


BOSTON 


BRANCHES: 
lohnson City, N. Y........ 124 Main 


eee ceccees TO AULT IVIGIBROL = IVEEEIIIUEU, LVEBSS. ce ee eees 


eeecescese ef VU DIUSEWEY = iVALEWEUMACE. «cere eseeres 
seers eeeeeees 


eecceccc es ETF EeBOCR 8 INOW WEECEEIS oe eee eee ee 
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Showing A SKI MOCCASIN 


from the Winter styles 
of the famous 


Rangeley Moccasins 


Made by Bass 


The Rangeley Moccasin is readily modified to meet the 

special requirements of skiing. The last is thickened— 

Stock No. 723 not broadened—to make plenty of room for heavy socks. 

Brown Chrome Rangeley Ski Moccasin, 8-inch, The sole is tapered to fit the ski iron. The heel is con- 

sole leather toe full b tongue, cave to serve the usual form of ski binding. A strap and 

eee heel, Sk = dsutle woterpeonted sale, buckle can be added when the style of binding makes it 

To order, 6 to 11 E. desirable. In ordering be sure to specify whether or not 
Heights are measured from Heel Seat. the strap and buckle is desired. 


G. H. BASS & CO., Shoemakers, Wilton, Maine 


OUNOUIITOUTHITTTOUTUTTHOUTTHHOinhhe 





JOUNNINOUIIHHONNN 














Pla-Mates will sell on their 
reputation. 
Pla-Mates will stay sold be- 
cause of their workmanship 
and quality. 

STYLE 1460 Write for Stock Catalog. 


TENT STRAP PUMP WILL MS, HOYT & co. be wry KID OXFORD 
Pare 83.50 834-12 ROCHESTER, N. Y. DY KID OXFOR 
IN STOCK ‘ IN STOCK 











“A JUSTO” Boot Top Forms and “AJUSTO” Spat Forms 
Are Indispensible for an Attractive Window Trim. 


DJUSTED in your shoes in a jiffy. Simple, handy, durable. No 
As rings to get out of order—no screws to adjust. The slide does 
the trick—it expands the form and your shoe top assumes a 
smooth, graceful appearance free from unsightly wrinkles. Model 
No. 2 for A and B width boots. Model No. 3 for C and D widths. 
Model No. 5 for Spats, sizes 1 and 2. Order ones for your windows 
today. Price only $3.00 the dozen, f. o. b. W. Somerville, Mass. 
your jobber cannot supply you, order direct. 


U. S. SPECIALTY MFG. CO. 


DEPT. A 


115 Josephine Ave., West Somerville, Mass. 
(Formerly of Pittsburg, Kansas) 








HHVADEEEGEQOVEUNHOGEGLOUCWOTNAGAOURAACOMEOOAGGNUA NON NEGOAUCEEACONOAUOGGAUU EU COMETEGOGUNCAOCQUN NUN NGNNU AONE NNN NNN eN AOE ACQTiNNNNANNNAN CONT veN HU NNNA CQMTNELAT TREE CONATHN ES 


What Kind of Shoes 
WILO Do They Make ? 


That’s the only question that in- 
COLORED terests you about WILO Colored 


Side Leathers. 
SIDE LEATHERS We want you to Know our WILO 
SNUFT SIDE LEATHER in Shoes. 


Color 18 
Medium Brown Reg. U.S.A. 


mee usa 




















== 


ae aa) 


C. D. Kepner Leather Company 


137-139 South Street, Boston, Mass. 
223 W. Lake Street, Chicago, IIl. 


OMT OLIIeTO TOL een iT 


2 
5 
i 


ee eter et et enter en et eh eT Teri Tihs 


al 


“Hand Shi Feornali “Flexible Sfices 
for CAiloren 





1778 814-12 Pat Lea Mat Top, Hiway Lace Turn’ $3.75 
1780 814-12 Havana Brown Vici Kid, Hiway race, 

75 
ye 844-12 Pat Lea, Field Mouse Top, Hi a 


2565 3-8 Pat Lea White Cloth Top Button. .... 
2566 3-8 Pat Leather Blk Cloth Top Button. 
Ne PO MAG: DUNINE |. ne saak ocees  b6ksdee sae 
2568 3-8 Pat Lea Red Goat Top Button ........ 
2569 3-8 Pat Lea Field Mouse Top Button.. 
2570 3-8 Pat Lea Mat Top Button............ 
2571 3-8 Gun Metal Button.................. 
2572 3-8 Overweight Kid Btn, Hvy Fiex Sole. 2. 
2573 3-8 Hav Brown Kid White Kid Top Button 2. 
2. 
2. 








PeNeee 
SSSSERRARS 


2574 3-8 Hav Brown Kid Field Mouse Top Btn 
2575 3-8 Hav Brown Kid Button.. 

2576 5-8 Blk Kid Btn, 10 Iron Flex ‘Sole, Turn 3.00 
2577 5-8 Calfskin Lace, 10 Iron Flex Sole, Turn 3.00 
2578 3-8 Pat Lea Mat Top Hiway Lace ....... 2. 
2579 3-8 Pat Lea Field: Mouse Hiway Lace .... 2. 
2580 3-8 Hav Brown Kid Hiway Lace 
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| ory te &O., igs 


208-214 West Lake St. 


mM Hii | 
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HAGERSTOWN 
IN STOCK 


STITCHDOWN BOOTS-ROMEOS-SCOUTS 


5-8 8-11 114-2 2%-6 6-11 
1256 —Black Elk Scout $2.15 
1256H—Black Elk Scout, heel.... 
1266 —Maliogany Elk Scout.... 2.15 
mpeige ot 


$2.65 $3.25 $3.85 


2.65 3.25 3.85 


40 
2.90 


2.90 
320 —Tan Lotus Button.......$2. 2.50 
320H—Tan Lotus Button, heel. . 3.00 
235 —Tan Lotus Blucher...... 2.00 2.50 
235H—Tan Lotus Blucher, heel. . 3.00 
245 —Black Calf Blucher...... 2.00 2.50 
245H—Black Calf Blucher, heel.. 3.00 
285 —Smoke Blucher.......... 2.00 2.50 
285H—Smoke Blucher, heel... . . 3.00 
385 —Smoke Button.......... 2.00 2.50 
385H—Smoke Button, heel : , 3.00 
300 —Black Kid Button....... 2. 2.50 
300H—Black Kid Button, heel. . 3.00 
302 —Patent Button.......... 2.00 2.50 
302H—Patent Button, heel 3.00 
301 —Gun Metal Button....... 2. 2.50 
301H—Gun Metal Button, heel.. 3.00 
265 —Mahogany Elk Blucher.. 2. 2.50 
265H—Mahogany Elk Blu., heel 3.00 2.5% 


0300—Black Kid, Kack Button..............cccccccsccsscces $1.45 
0303—Brown Kid, Kack Button...............cccccccccceses 1.65 


McKAY BOOTS 
5-8 8-11 114-2 2-8 

311 —Gun Metal Button, wedge..... . .$2.' $2.35 
311H—Gun Metal Button, heel 2.35 $2.75 
313 —Patent Button, wedge.......... 2.35 32.75 
313H—Patent Button, heel 2.75 3.15 
410 —Gun Metal Polish, Medium a 

Cut, wedge 2. 2.45 


* 410H—Gun Matel Polish, Medium High 
Cut, heel 2.45 


1410H—Gun Metal Polish, Medium High- 
Cut, heel, English toe 


412 oe Polish, Medium High Cut, 
edge 2.45 


414 —Beows Polish, Mediam High Cut, oss 


414H—Brown Polish, Medium High Cut, 
heel 3.15 


3.15 3.95 


Gira Shoe & Legging Co. 








Hagerstown, Maryland, U.S.A. 








In Stock 


Walking Heel 
Oxfords 


FOR EARLY FALL WEAR 





No. 456—$6.50 
Dark brown calf, 205 last, 14-8 heel, imitation 
tip. 


For your convenience we have in stock, avail- 
able for immediate shipment, four styles of 
Walking Heel Oxfords. 


The above style, No. 456, one of our In-Stock 
leaders, has the requisite style for early fall 


wear. 


Write or wire your order today. 


Prices -- Net 30 Days 


Cc. P. FORD & CO., Inc. 
ROCHESTER, N. Y. 


NEW YORK OFFICE: 127 DUANE ST. 
£. H. TALBOT and JACK GALWAY 
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Henna Shade Suede Calf 
Open Work Strap Sandal 





E invite the inspection of the latest 
strap and other effects for Fall and 
Spring. We will welcome you any time 
at our Boston salesroom, 10 High Street. 


KIMBALL & SHERMAN (0, 


HAVERHILL , MASS. 
BOSTON OFFICE , RICE BLDG, 10 HIGH ST, ROOM 701 


8S 
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fie ~~ BAL TABARIN™ 


for all 
Dress Occasions 


MEN'S PATENT OXFORDS 


Custom Quality 


In Stock — Order Now 
A,B 6lI1 
cps 7.00 


Hand Turned — A Perfect Dancing Shoé 


HAZEN B. GOODRICH & COMPANY 
HAVERHILL, MASSACHUSETTS 


IN STOCK C ee 
SPECIAL OFFER — Yeeksgi 


Good Cabretta 
McKay 























$7.65 


NET 


LINE of felt slippers from which 

anyone can make a satisfactory se- 
lection—it has a variety of styles and all 
popular colors—AND the price is right. 


Sue, 
Ask your jobber for this 
line or write us direct. 
SLIPPERS 


GOLDSCHMIDT & LOEWENICK | MAID-RITE FELT SLIPPER CO. ° 


(Rosemill Products) 
163 Livingstone Street BROOKLYN, N. Y. 


CASE LOTS ONLY—3-8 


Inc. 


129 DUANE STREET, NEW YORK 
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MISCELLANEOUS WANTED TO PURCHASE 


MISCELLANEOUS 








WANTED to buy good paying shoe store in 
towns of New J Stat Ivania or 
New York State.” Addrens C216, care Boot and # ASH PAID 
aK — oc Ramey 12x or shoo stores or surplus, stocks of shoes or 
for other merchandise. Leases taken e 











WANTED TO PURCHASE request. 
Max Kalter Mercantile Co. 


Me MMT © Tin » Te 591 Broadway ew York City 
Then? Spring 5160-S1e)-5162 


We buy and pay highest cash price 
for retail a Fe bye A >. of shoes or any 
other pa apony w 

an object. 
‘or 30 years our specials : 

Bank and i 
BROOKLYN PURCHASING SYNDICATE 

er Proprietor 


We Buy for Cash Phoas, Stagg 1757 


Mavafecturers’. Jobbers Bg 
Close-outs. ic 


NO QUANTITY TOO LARGE 


We also tire stocks 

from page Fo EE “FISHER” 

oR: al ape a j Trade Mark 

Short Term Leases Taken. 

We pay Highest Cash Value. . A303 on 
VAN PRAAG & CO. rE 
Shoe Dept., Martin Posner, M SUPPORT 


= 459 Broad Ni York, N. 
= Telephone 5248-2249 Spring Without With A Help to 
=| Weak Ankles 


iTV | py he, Comey A 
lied. No Repa ent oul 
Highest Cash Prices Paid be “a 


without them 
for entire shoe stocks. We also buy 
your —— or — pager a mS Ad 
tities no object. etail or who e. 
Short term leases taken off your SHOE ppg 
hands. —- two Nog ing sizes 
Wire or Phone us damaging the “ of 
Correspondence Confidential sizes: isses’ iS to, men's 12. 12. 
Established 1890 acre th oe ae ae 























MISCELLANEOUS 








TTT Tr: 





The New Improved 


© babe end = tin 
GLAUBERG & CO. give sreater height or width to 
387 Broadway, New York, N. Y. F. - ge nN co. 
Phone Canal 4119 : 
We also purchase clothing, 
hats, furnishing goods, ete. 


beens FOR EXPORT EDITORIALLY, THE 
Diocomtinwed 2 Numbers 


YOUR Surplus Stocks Boot and Shoe Recorder 


FOR CASH 
is the most alert, aggressive and pro- 
rUR Lane Coane . fi ive journal in the world bub 
De aesiean, Wow Wak Cn hed for the shoe merchant. 


























Every Shoe Store Needs 
a pair of 
“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


“*Manchester”’ 
Trade Mark Reg. U. 8. 
Pat. Off. 


popes are made of 
hig. de tool steel, 
nickel plated with a 
carved t jaw that ena- 
bles you to cut the 
tacks close to the 
insole. 

Be sure and specify 


“MANCHESTER” 
a jaw when or- 


Write us direct if 
your dealer cannot 


\ supply you. 
\ Price, $4.50 
Frank W. Whitcher Co. 


Patentees and Manufacturers 


Boston, Mass. 325-326" W. Lake St. | 











ELECTRIC WINDOW SALESMAN CO. 


WE CONNECT YOUR WINDOW wilH 
SSS YOUR CASH REGISTER $$$ 
“It itively sold $8.50 moccasins first 
iho Sumo adh polo Quincy, Mass. 
ELECTRIC WINDOW SALES CO. 
46 Cornhill . - - . Boston, 








Countries 
se is = 














NATIONAL ? 


Trade-marks in Foreign ||IR{@@ L STO N 


ai Al 


41 BEDFORD STREET, BOSTON, anton 











148 


BOOT AND SHOE RECORDER 





Sept. 18, 1920 








CLASSIFIED AND OPPORTUNITIES DEPARTMENT 





“Recorder” rates for space less than one-eighth Pz WANTED—Four cents per word for each insertion, 
page per issue: y-five cents. For other “Want” 
pen Te ag pie ty Oye meee ye Minimum 
Space ltime 7 times 13 times 26 times 52 times to Ww een bang received up 
SY idiineteds = $5.00 $4.00 $3.50 $3.00 $2.50 of thie Cllion, techies ‘words manst fon allowed ta anak abvactiononan ter 
oe tereeere cee on: A p+ 10 56 = -00 5.00 Shun cach seed fared omens beara ic catia 
DMirioicédéas wads : 00 7.50 
y § -phetaap near 20.00 16.00 14.00 12.00 10.00 a en eee 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 








SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








Ree. SHOE rye wong Sry high Big 


WANTED—Shoe salesman for Arizona, one who 
headie ba ited with with territory can 








tions now open on our sales 
cans, 4 apa’ men wanted, = a ele line of shoes. Write fall ex 
n. ive, = —_ to Co., 
eg ag r. Colgrove, K. a pericpoe andres ferences Gunnerson Shoe 
ALESMEN wanted. Have several territories E have openings for t 
Wie One for Southern and the 
orthern Minnesota and North Dakota. 


open for hi men to carry, as as side line, 
a skict tine olf bidgrade, agg Key all leather, 
at seven cent commission. Must experienced 
men with ambition to increase their income. Ad- 
dress C215, care Boot and Shoe Recorder, 207 
uth Street, Boston, Mass. 
HOE SALESMEN WANTED—Old established 
wholesale shoe house requires the 

several salesmen, on commission. 
with the trade necessary. ‘Territory open in 





Western New Re 

and Phila hia. Apply by letter ove refer- 
ence, age C204, heagy Boot 
and Shoe , 207 South St., Boston, Mass. 





ROGRESSIVE New York ber has opening 
three salesmen are flew with trade 


p_% Greater — York | = New sone. 
Give yy erence. dress C209, 
+ ecorder, 207 Patt St., Boston, 


NTED experienced salesman for high-grade 
WASTED seep! een stock, 
ged price, straight commission cent, for 

hio, also West Fesmest conte wit lvania enh dquarters 
in Pittsburg. Writo ful y> a7 4 past experience. 














Ww. have an eomies “sy an ee 
salesman, for Tennessee. Established trade. 
Men’s and —, ; high-grade. exclusive line of work 
shoes. Six per cent commission on shipped busi- 
ness. Only those with experience need apoly. Act 
= . ire for interview. Steven Strong “Shoe 

ilwaukee, Wis. 
WANTED—Salesmen to sell on 6 per cent com- 
mission a medium- line of women’s 
Welts, Turns and as carried in stock, for 
Maryland, \ieinie, bay es aoe, Tennessee, 
Ohio, Ulinois, 





Kentucky, Michigan, Wis- 
— orth and and — en Oklahoma and 
Only those that have estab- 


lished ron ny pee can furnish reference need apply. 
Address C205, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


other Ni 

Established trade. Men's and boys’ high-grade, 
exclusive line of work shoes. 

poeees ae ee Se Seca ter 
perience . Act ly ire for in’ 
Cg Harsh Shoe Co., Milwaukee, 


a. a: WANTED—Husiling we 
salesmen for Wisconsin, 


Oregon, Utah, W: —— oe 

South Carolina, Florida, Alabama, Mis- 

i, Tennessee an Texas to carry our line of 

children's flexible tr shoes ig and spring 

heel turns, sizes 3 to 8. consists of 32 sar 

pow be Be ony ew ieeay thebt 

rate of commission carry in stock every num- 

ber shown in sample line, ready for immediate de- 

livery. This line is a winner for salesmen who have 

established trade and can produce a large volume 

of business. Cor yelons agp Slant. Imperial Shoe 

Company, Rochester, N. Y 

GALESMEN WANTED—For State of Iowa, 
fine shoes, in stock specialty line; 


opportunity for right man; one po then grea 

territory Culley-Storz Shoe Co., 

Omaha, Neb. 

ean, Se ve-wire 

' men’s high-grade ye oe Russia — 
took a line. Straight ¢ cent com- 

an Following se Colo- 











a Se. territories open: 
Kansas, Minnesota, Louisiana and Ohio. 


Kadirese C190, care Boot and Shoe Recorder, 189 
. Madison St., Chicago, Ill. 





GALESMEN WANTED—Good experienced shoe 
salesmen for grade Western ae of men’s 
work shoes in the following 


Southern Minnesota, Indiana, South- 
ern Mi n, Illinois, South Dakota = Nebraska, 
pg Onis and Montana. aot live shoe sales- 


with an established 
aadion C198, care Boot and Shoe Recorder, 189 
W. Madison St., Chicago, Ill. 





Six per cent com- * 


ALESMAN wanted to a side line 
Sedma Rt dpyees ard felon omer 
, children’s 


infants’ shoes. nan! ghee 9 
pron mn wg Wastiors apn, Pupmeteanix 
and west. Address C213, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass 





prayer 4 WANTED—To carry as a side line 


commission, our line of infants’, children’s 
ond sear term chee end dundee be tadionn ond 


Michigan. Trade established. Only live shoe 
salesmen with established trade will be considered. 
Lock Box 186, , Pa. 


Tits fallowh SHOE SALESMEN wanted for 

following territories: New York State, 

irginia and West Virginia, Wisconsin, North and 

pap pte Ny FA 
of w it, 

references and 


good liberal commission. Give 

ull information jn first letter. Address C172, care 

Boot and Shoe Recorder, 207 South St., Boston, 
ass. 





South 1 Dakota, Oklahoma 
's medium-priced line 





BEEPS os goice weg bee voy 








Experienced salesmen in all ter- 
ritories to handle in stock line, 
Infants’ and Children’s Turns, 

popularly priced. Commission 6 
percent. Give experience, refer- 
ence. Address C208, care Boot 
and Shoe Recorder, 207 Sou *hSt., 
Boston, Mass. 











Live Salesman for New York State 


outside of New York City. 


Wire 


night letter; full information. 


TWEEDIE BOOT TOP COMPANY, 


Fourteen Twenty-One Olive Street, 
St. Louis, Missouri. | 
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HELP WANTED 








Have You Made Good 
IN 


NEW YORK 
STATE? 


Are you now selling there? If you are open 
for a connection please apply at once, sub- 
mitting details as to age, road experience 
in shoes, present and past employers, as 
well as a record of sales per year for last 
five years. The advertiser is one of the 
largest makers of men’s and women’s 
Welts. A man living right in the territory, 
having a car, could make the most out of 
the line that is well established there and 
an acknowledged leader in its grades. 
Address C214, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 














POSITION WANTED 





YOUNG man, 27 years, wishes position in whole- 
sale shoe house inside or on the road. Has 
seven years’ experience as retail shoe salesman. 
Address K345, care Boot and Shoe Recorder, 127 
Duane St., New Yo York ites 
bgt gd and ree gage ogra retail shoe manager 
to change. soe experience 
managi te «aay ame d high-class shoe departments 
faa pe children Can furnish A No. 1 
recommendations as to ability and business 
ducer. Only high-grade position considered. OF esa 


fer dra account and commission 
C177, care and Shoe Recorder, 207 South en es 


Boston, Mass. 


Do You Need a Partner? 


A shoe manufacturer who has 
had a wide experience would like 
to become interested in a moder- 
ate-sized business having a good 
foundation. Would take charge 
of sales, credits and finances and 
would furnish capital. 








Reply to A. F. P., care of Boot and 
Shoe Recorder Pub. Co., 207 
South St., Boston, Mass. 














HELP WANTED 


LIVE young m = Beem to manage family shoe 
store in northwestern Pennsylvania city. Good 
chance for. a producer. Experience not so neces- 
sary as ability. Address C206, care Bootand hoe 
Recorder, 609 Powers Bidg., Rochester, N. Y 


etn and Ohio oan yew 








sane aapenen. Sitdees C20r, 
ai Slane Rennie 189 W. Madison St., 


CSS ee ae ‘oung man with some shoe 
work im exclusive shoe store in 


experience to 
ra of a ee In nordying state = a wanted. 
WR onion salesman with 


Good position for the 
Apply K. W. Watters, 


LOOR MAN—An 
Feooal 








send photo. Volk Bros. Co., 

Wine for DISPLAY ng ir have an o- 
hediors eines ond de ~fs wee in the most 

eS ee cece ta ak ae Bee: salary, 

= ion. Send references and photo. 

olk Bros. Co., Dallas, Texas. 











MANAGER WANTED 


MAN wanted for shoe store in town 
11,000. Prefer young married man with initia- 
tive, executive and commission and ability to show re- 
sults. commission een pees . State 
full details 


ers, salary 
now and : TTS. 03 Daniel St., 
Champaign, Ill. 











SHOE BUYER WANTED 


By the 1 tt concern of its kind in the 
country. position offers ample sco 
for initiative and anger gry Au t 
salary is commensurate with its im 
ance. The man desired would have to live 
in St. Louis. He should be between 30 
and 40 years old and already have proven 
his ability. He must know shoes, and 
know that he knows them. jpond- 
ence, with personal history, is invited, 
in confidence. Address Harold Whitehead, 
Head of the Vocational Department, The 
Co! of Business Administration, 
niversity, 525 Boylston St., Boston, 
ass. 




















LINE WANTED 


FACTORY line wanted by man with established 
trade in New York end: W New York State, 
a Baltimore a Washington. Ad- 
dress K346, care Boot and Shoe Recorder, 127 
Duane St., N. Y. 


ANUFACTURERS’ are ming 2 ive — large 
M following amongst shoe retailers. , jobbers and 
manufacturers in Eastern terri tory. open for for staple 
line. Address H. J. Novedoit 32 Square, 
New York City. 

QALESMEN calling on New England retailers to 

0 cs a line of stitchdowne direct from factory. 
urrier, Wellesley, Mass. 

(XPERIENCED shoe salesman, now selling the 

ae England states salle, | with Boston 


for t with manufacturer. 
yy C202, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 




















FOR RENT 
R RENT—Shoe an 
town of 65 Fe tok 


C193, cnge Boot aad Shoe Recorder, 207 South St., 
Boston, M: ass. 











Edward W. Pyle & Co., Wilming- 
ton, Del., require the services of 
a thoroughly experienced man to 
take charge of their men’s and 
boys’ Shoe Department. Must 
be a sales promoter and used to 
handling a high-grade business. 














FOR SALE 
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OFFICES IN 
BROCKTON Pe. f 224 ieraine St. Geo. W. 
CHICAGO O 


NEW YORK OFFICE: Room 1 7 
Iz? Duane Bt a ta Sa Ma 


T 959 Wath 
PHI ELPHIA by | aoc 929 Chestnut St. 
H. Walter Sco 
WERHILL OF rs) po of Commerce 
ational Bank Bldg. Geo. 


hg 7 an 
FFICE: 501 First Hettenst Bank 
Manager. Telephone 





ooms, 
W. 
cI NCINNATI 0} 


655. 

eg ty OFFICE: 609 Powers Bldg. Ros- 

ad L. Seward, Western - York Repre- 
MILWAUK MG OFTIC OFFICE: Ane nee M 

.C.Bo 9 
Paris : 2 Rue des Italiens. at ubberd, 
London Office: ohn C. Curtiss, Manager. Man- 
Australian Offi 430 Lit. —— » Melbourne. 
G. Jervis Manton, M — 
Ooms tinental Office +. Wilt iia Se am Salaman, Manager. 
jenna, A\ 
ARGENTINA: Buenoe ‘hires, Rivadavia, 2721. 
B Geren Leo Combacau, Ruaido 
Alf 204, Rio de Janeiro. oe 
CHILE: . Las Rosas 1123-1127. Otto 
Fu ann ite. 
CUBA: Mr. my serene O. Box 422, Havana, 
SPAIN: Sento, Rounsto fo de Miguel, Librero 
20 Fuencarral, M 
ico. Gerente,; Carlos erie teonde, 4a Del 


Seen UE, Meson, Bi . © 
= kee, j. F. Wagen, 











BUSINESS OPPORTUNITY 


Be veat $5,000 to retail shoe man wishes to in- 
: Bg $5,000 to $10,000 in established jobbing 

» or connect with an salesman 
toad bee buyer, with small capital to start business. 
Address K344, care Boot and Shoe Recorder, 127 
Duane St., New York City. 


ATTENTION SHOE MANUFACTURERS 


A busi seeks connection as 
sales and advertising manager with some 
growing concern ere the opportunity 
will present itself of acquiring stock after 
ability is demonstrated. This man is well 
known and his successful record is marked 
by two of the largest nationally advertised 
lines im the shoe business. Address C210, 
care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 

















Unusual Opportunity 


One of the fastest growing and most pro- 
aoe manufacturers of the Brockton 
istrict producing a line of men’s fine 
Goodyear Welts has an unexpected open- 
ing in the ae states: Towa, Ne- 
braska, Kansas, Missouri, Kentucky. It 
is a nee Quality proposition, with an 
efficien ment maintained. 
There is pes ween business in all 
of the above states and in several a large 
of This offers an un- 
usual opportunity to salesmen who are 
familiar with these states and who are 
producers. Give complete account of 
ce in your first letter. All 

confidential. 





rer) ry 


for New 

Ivania. Ad- 
dress C211, care Boot and S Recorder, 
207 South St., Boston, Mass. 

















WANTED TO PURCHASE 
DO YOU CONTEMPLATE 


til or my raee for you of business? 


—_ iaecs having « short term to run taken 
- |, OLENICK 


413 Broadway, New York Tel. 9531 Canal 























THE RECORDER CREED: 


shoe merchants. 
which depend Th rs 





BOOT AND 


Getting More 
the right wearer, in os pe pa fitting, 

of “Th 
of the entire allied pan eet mg = pao to shoes and 
Annual Subscription in the United States, $5.00. 

No Subscription Accepted for Less Than One Year 

Root Newspaper Ass’n. Member of Audit Bureau of Circulations 
Entered at the Post Office, Boston, Mass., as second-class matter 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 


Member of the Associated Business Papers, Inc. Member of the 
Each issue copyrighted by the Boot and Shoe Recorder Publishing Co 


SHOE 
the ieht prof, Th 


Shoes Sold 


Per copy, 25 cents. 


Cable Address BOOTRECO 


RECORDER. 


This ts the great problons of the retail 


is the 
solve for thins the haste problem pon 


Canadian, $6.00. 


Foreign, $10.00 














INDEX TO “WHERE TO BUY ’”’ 








BOOTSJAND SHOES 


Abbott Shoe Co., No. Reading, Mass 
Ahearn, John, Boston 
Algier Shoe Co., Brooklyn, N.Y... 
n-Goller-Leighton Co. Lynn, Mass 

Ault-Williamson Shoe Co. 
Bacon-Rollins Co., Lynn, ‘Mae 
aanett Shoe Co., Boston 

{A 5 wy nay, Mass 
~ 





pas Sates r Co., Haverhill, Mass 
Pratt ig oe Mfg. Co., Milwaukee and 

ace, Wis 

Berry, A. H., Shoe se Portland, Me......... 

Bluestein Bros., Bos 

Blum Shoe Mfg. Con Dansville, N. Z 

Boardman Shoe Co., ’B 

Brandau Shoe Co., Detroit, Mich 

Brooks Shoe Mfg Co., Philadelphia 

Brown, H.C. , Company, Inc., oston 

Burdett Shoe Co., Lynn, Mass. . 

C.&E. ac Co., Columbus, Ohio. ‘ 

Co., Nashville, Tenn. and 





Comer, J. 
ceca & Co., R. A., Boston 
Chi man-Harwood Co., Boston 
4 Shoe Co., Ward Hill, Mass 
Edwin, &Co., E. We ~~~ Mass.. 

cnee” Jas., Leather Co., St. 
Ciitine & Staples, Haverhill, es. 
Consolidated Shoe Mfg. Co., Boston 
Converse Rubber Shoe Co. . Malden, Mass.... 
Cotter Shoe Co., Lynn . 
Creighton, A. M., Co., Le “+ Mass. . ‘ 
Crossett, Lewis A., Inc., No. Abington, Mass. 
Dalton Co., Brockton, Mass. . 
Davies Shoe Co., Racine, Wis. . 
Diamond Shoe Co.. New York... 

, Sh oe Co., Newburyport, 


Mass 
Donley, W. E., Shoe Co., Kenosha, Wis 
Duttenhofer-Stevens Co., The, Cincinnati, O 
Duttenhofer, Val, '& Sons Co., Cincinnati, O “<2 
Eaton, Charles A., Co., Brockton, M 
Edwards & Co., J., Philadelphia 
Elam, F.S. pShoo Co, Rochester, N. Y 

Fern Shoe Co., The, Bos 
Fern & Poor Co., Newburyport, Mass 
Field & Flint Co., Brockton, Mass 
Fisher, A., & Son, Lynn, Mass 

Ford, c. P., Co., Rochester, N. Y.. 
Freeland, H. a Rochester, N. ¥ 
Goldschmidt &’ Loewenick, Inc., New York 

RS te aE 
Geol, W.C., Rochester, N. Y.. ieee 


Goodrich, B. F., Rubber Co., Akron, O. 
hdd ten ie bok Front ont Come 
0 


Grego & Read Co., Lynn, Mass 
H . ory Shoe & Legging Co., Hagerstown, 


d 
Hahn, F. W., Co., Rochester, N. Y........--- 
Harney, P. Zz: Shoe Co., Lynn, M 
Harne “Tracy & Crehan Co., lg Mass... 
Harrisbur, abe Co., Harrisburg, 
Harrison. , Haver i 5 ie 
Sacunen Shoe C.. ood avert Mass 
Heilbrunn & Sons, J , Rochester, N. Y 
Helmers Bettman & Co., Cincinnati, O 
Helming-McKenzie, Cincinnati, Ohio 
| "ah Maxwell, Hennessey Co., Lynn, 


Heck Shoe Co., Lynn, Mass 

Holters Co., The, Cincinnati, Ohio 
Homan-Hughes Co., The, Cincinnati, O 
Hopkins & Ellis Co., * Haverhill, Mass. 
Hoyt, F. M., Shoe Co., Ma nchester, N.H.. 
Hazzard, ., Co., Gardiner, 

= 


Jol 
Jol 


Louis, Mo 
Johnston & Murphy, Newark. N.J.......... 
Julian & K okenge Co., The, Cincinnati, O.. 
Keith, P. B., Shoe Co., Brockton, M 
elly, John, I sate Rochester, N. Y.. 


owe ro Co., a Mass _— 

















] iP Ditunan Co., The, Cincinnati,O 46 
Fechheimer Co., Cincinnati, Oo 12-13-75 
'a Crosse Boot & Shoe Mfg. Co., Ta Coen, 





Lilly Co., Henry, New York City 
Lindner Shoe Co., Carlisle, Pa 
Lund-Mauldin Co., St. Louis, Mo. 
Maid-Rite Felt Shoe Co., Brooklyn, N. Y... 
Manss-Owens Shoe Co., Cincinnati, oO 
Marston & Tapley Co., ‘Danvers. Mass... .. . 
McNamara, John E., Haverhill, Mass 
Meis, Charles, Shoe Co., Cincinnati, O 
Menihan Co., The, sRochester, N. 

Milford Shoe Co., ilford, M. 
Mitchell-Caunt Gat , Lynn, Mass 

Nettleton Co., A. x. Syracuse, N. Y. 
Newcomb-Anderson oe Co., 


N. 
Nu Baby Shoe Co., Lynn, Mass 
ee. Bush & Weldon Shoe Co., Milwaukee, 


Packard, M.A., Co., Brockton, Mass 
Parker-Holmes & Co., Boston 
Pennington-Crowell Shoe Co 

Pentucket Shoe Co., Haverhill, Mass 
Phillips-Cram Corp., Haverhill Mass 
Piekenbrock, E. B ns, Dubuque, Iowa. . 
Plant Bros. & Ge ‘ee N.H 
Puritan Shoe Co., inc., New York City 
Reece Shoe Co., Columbus, Neb 

Regal Shoe Co., Boston 

Rialto Shoe Co., L 
Rice & Hutchins, Ton Becton 

2 3 & Brennan Shoe Co., Rando Iph 


ass 
Riemer, A , Shoe Co., Milwaukee, Wis. 
R-K-L-Co., ‘Grand Ra ids, Mich ee 
Sachs Shoe Mfg. C he, enna, ee 
Salem Shoe Co. Salem, N 4 
Scheiffele Shoe Mfg. Co. ye oO 
Scientific Shoe Co., New York City 
Silver Shoe Co., Haverhill, Mass 
Smith, Wm. Sumner, Chicago 
Stacy- "Adams Co., Brockton, Mass 
Stetson Shoe Co., The, So. Weymouth, Mass. . 
Stickles, L. D., Shoe Co., Red Wing, Minn.... 123 
Sullivan, P., & Co., Cincinnati, Ohio "46-135 
Thompson Bros. Shoe Co., Brockton, Mass. 9-120 
Timson Bros., Inc., Boston 118 
Tougas Shoe Co., Boston 
United States Rubber Co., New York City. . 
Utz & Dunn Co., Rochester, N. 
Wall, Doyle & Daley, Inc., Brockton, Mass... 
Watson Shoe Co., Lynn, 
Weimer, Wright & vie Co., Philadelphia 
Weinbrenner, Albert H.,Co., Milwaukee, Wis. 
Weyenberg Shoe Mfg. Co., Milwaukee, Wis... 
Westcott-Whitmore Co., The, Syracuse, N. . 
Whitman & Keith Co., Brockton, Mass. : 
Williams-Hoyt Shoe Co., Rochester, N. Y.. 
Witherell, E. A. & M. C., Co., Haverhill, Mass. 
Wright, E. T., & Co., Inc., Rockland, Mass 
Wolf, Sam B., Shoe Co., Cincinnati, oO 


FINDINGS AND ‘SHOE STORE SUPPLIES 


Alterson & Co., New York City 
Arrowsmith Mfg. Co., Morristown, N. Macias 
eonets 5 om ging Co., Gye 
Soutien C 0., “Brovid dence, R.I.... 
Doty & Sslaoake Sales Co., . 4 ‘New 
York Ci 
Elastic Tip Company, Boston 
Electric Window Salesman Co., Boston 
Emery & Beers Co., New York Cit 
Fashion Ornament Co., Brooklyn, 
Flexible Arch Support Co., New York Gity.. 
Gilbert, E. T., Mfg. Co., Rochester, N. , £9 
ve Tire & Rubber Co., Akron, O 
ons, Hugh, Co., Lansing, Mich 
Mithrade fg. Co., St. Louis, Mo 
ny yw Treeing Machine Co., Brock- 


at BL 
Notional Cash Register Co., Dayton, O 
tage, Frank, Boston 
Specialty Mfg. Co., Somerville, Mass. . 
Vanity Novelty Works, Brooklyn, N.Y 
Whitcher, Frank W., Co. he 
Win-Deco Display Service, Boston. 


MISCELLANEOUS 
Atlantic Printi 
Boo’ 


I 
I 





Calderwood & Preg, Boston 

D’Avesne Translation Bureau, Boston 

Hoaerds, yO RR He RR oh 
Glauberg & Co., New York City 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 


BOOT AND SHOE RECORDER PUB. CO. 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 


OFFICERS OF THE CORPORATION 
HARLES G. yeas ive, Evatjent 
NE. d Gen 


D. AND 


SWAIN, Cees & NAY, Counsel 
1 Tremont St. 


ARTHUR D. ANDERSON, Editor 
E. €. LOGAN 
OWEN A. THOMAS 
HELEN M. HANEY 


Associate Editors 





PUBLISHERS’ NOTICE 


a ae subscription of t 
Boot d Shoe Recorder ie $5.00 0 year in 
pa Nee which includes postage in the | 
States, Cuba, Hawaiian I 
Islands and Mexico. The price "for Cine 
is $6.00 a year, including postage. 

FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the pony og is $10. 00 
per year, ing gor 
All subscriptions are payable in advance. 

ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
Wants, for Sales, etc., see Want Page. 





_~ 
Kalter Merc. Co., Max, New York City 
Ex xport Purchasing a 


Van eon Co., New York City 
War Supine Property Division 


LEATHER AND OTHER MATERIALS 
Amalgamated Leather Company, Inc., Wil- 


mington, Del 
Baker & Kimball, Inc., Boston 


Castle Kid Co., = NM 2 
Chamberlain, B. F., Bos 

Creese & Cook Co., 

Donovan Bros., Boston 

Einstein, J., Inc., New York City 
Foerderer, Robert H., Co., Boston 
Gallun, A. F. ,& Sons, Milwaukee, Wis. 
Holbrook Co., W.H., 

Hub Gore, Boston and Sow "York City. 
Jones Co., F. E., Bos 

Kaliman, J ulius, Co., Boston 

Kepner, C. D., Leather Co., Boston. 
Keystone Leather Co., Philadelphia. 
Kistler, Lesh & Co.. Bos 

Lawrence, A. C., Leather Co., Boston. 
Levor, G., & Co., "Inc., Gloversville, N. 
Monarch Leather Co., ’ Chicago 

New Castle Leather Co., New York 
Pfister & \, Leather Co., Milwaukee, Wis. 
Snyder, H.S. & M. ».& » Boston 

Standard Kid Mfg. 

Thayer-Foss Co., 

Vaughan, Geo. Cc. *Peabody, Mass 


MACHINERY, LASTS, MFRS.’ SUPPLIES ,. 
ney eta, ETC. 





Brome Mf, “o New 
Meyer, J. 
National Shoe 


fs New Britain, 
Neri tod ig ii ease New 


otog Gas Maihioery Core. Desions 


ge OE, 


SPIO ELT TI GS eR 








